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SASH CORD 
eee BRAIDED MASON’S LINE ‘ CLOTHES ORYER CORD 


and 100 ft hanks individually : A good all year ‘round seller. Extra strong, A cord especially designed for replacement 
olyethylene bogs 1200 1. and non-kinking, non-raveling. Mason's Line Chotk use on clothes dryers Three 50 ft. connected 
ackaged in dispensing disploy , Line, Awning Cord, etc hanks make flexible sale unit 


BIG BALL 
TWINE ASSORTMENT 


one of many King Cotton Assortments 
v @ wide variety of twine with no 


nventory problem. Balls ore 25¢ sellers 


NYLON MASON’S LINE DRAPERY CORD and 


CHALK LINE ef VENETIAN BLIND CORD 


00% NYLON, twisted or braided. Excellent 

for Mason's Line, Chalk Line, Plumb Line idea! put-up for the home replacement market 
Pull Cord, Drapery Cord. 100 ff. spools in Handy coils, cellophane wropped disploy 
display box. Many other put-ups packaged, al! standard colors 


Top quolity, display packaged. Mason's Line 
Layout Line, Furring- Out Line, Tile-Setting, 


ete A staple yeor 


CLOTHESLINE SNAP-SACKS 


The best grade that's priced to sell in volume These SNAP-SACKS are mode from heavy 
Connected hanks individyally pockaged in gauge polyethylene with an elastic Help 
polyethylene bogs Yourself'’ top. Mason's Line, Butcher's Twine, 

Chalk Line, Wrapping Twine, Jute, India 


KX “ 
in. ¢ Be sure to send for 
a ) ) \ our complete catalog. 


) Pree n=: 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET, NEW YORK 8, N.Y 
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In only 10 years, Kwikset 400" Line locksets 
have become America’s sales leader. Here are the 
reasons for this unprecedented achievement. 








W& Highest quality at a competitive price. 


%& Mechanical reliability proved in millions of 
trouble-free installations. 





%& Honest one-price sales policy for all customers. 
Ls 





¥ Unconditionally guaranteed —the Kwikset 
lockset is all you need. 






% Fast, easy installation —with Kwikset 
installation aids. 







% Unequatied national advertising and sales support 


* Based on a recent independent nationwide survey. 


Kwikset 


_ America’s * 
largest selling 
residential lockset’ 
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at 
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he alif 


stock one line of rolling door 
hardware that fills a variety 
of building needs 





the new washington, line 
ABARTH | 


& 


he bY 
rolling door hardware offers 
universal track in steel 


or alurminurm (in bulk or packaged sets) 
ONE SET OF HANGERS FITS BOTH ALUMINUM AND STEEL TRACK FOR %” TO 1%” DOOR INSTALLATIONS 





NO. 611 TRACK NO. 645 TRACK 


FEATURES OF BOTH THE STEEL HANGERS 


AND ALUMINUM UNIVERSAL TRACK 


ANTI-JUMP TRACK @ WiLL HOLD 60 LB. DOORS 
SELF-CLEANING Vv" GROVE @ .oOW CcOoSsT 
INTERCHANGEABLE HANGERS AND TRACK 

AXLE OR BALL BEARING HANGERS 


BOTH STEEL AND ALUMINUM TRACK 
ACCOMMODATE DOORS FROM * TO 1%s THICK 


DOORS CAN BE TAKEN OFF TRACK WITHOUT 
REMOVING HANGERS 


To WASHINGTON STEEL PRODUCTS, INC. 
DEPT. AL-6, 1940 East 11th Street, Tacoma 2, Washington 


Gentlemen; Please send me catalog on Washingtone Line Rolling Door Hardware, and 
tion on the new Universal Track 


bee your jobber for ao display, ad 
mots, and display sticker on Wash 
ington® Line Universal Rolling Door 
Hardware or fill out coupon at right 
and mail to manufacturer for cata 


thor mation 
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Dealer Sign Stops Traffic. 
Arkansas firn Ke 7 


Fixit Financing for Desier Customers 
Wholesaler and bank develoy ; 


Lock-Tite Bar Makes Smal Job of Long heads 


rau Ng j 


Self-Selection for Cabinet Hardware 


riow to me 


Publicity on the Hoof 
Mississipg 


Coos Dowel esa 


rcuréer 


Dealer Spurs | House Paint Seles 


Dy ‘ 


DEPARTMENTS 

Newscast New Products 

News What's Your Answer 
Washington Report New Equipment 
Editorial Page Sales Aids 

ADservice Classified Ads 
Manteca News £4 Whats New Coupon 
Lumber Merket New Literature 
Lumber Prices Advertiser's Index 














Installing Getty 4703W Operator. The screen seat makes for a particularly neat and practical job 


GETTY OPERATORS ARE USED ON MORE CASEMENT WINDOWS 
THAN ALL OTHER MAKES COMBINED 


4 
Operator 4703W, shown here, is recommended particularly for large tw 


GETTY J & CO., INC. 


to install —and will last for years with minimum maintenance. What 3348 NORTH 10th STREET 
ever your requirements, there is a complete Getty line to choose PHILADELPHIA 40, PA. 


from. They're the best casement operators you can recommend Canadian representative: A, N. Ormsby ( 


or heavy wood casements . . . or where fine hardware is preferred. It 


has internal gearing, the exclusive Getty feature that gives greater 


T 
i 
turning power and longer life. It is handsome in appearance —easy » 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Is there really a shortage of mortgage money? 

pankers and Pullding and Loans will tell you the lack of mortgage credit has 
not been a decisive cap to residential construction this year, and it is 
not likely to be. 

ferme, down payments, they say are something else again. They frankly admit 
that fewer starts can be closely related to the change in terms. This year they 
require that the prospective homeowner must have at least a moderate down 
payment when he goes into the market for funds. 

jonvent ional Joans are preferred by financial men, eSpecially the building 
and loan firms. y anticipate no change in this policy regardless of what 
happens in Washington on the new housing bill. 


GI house sales fade away. 


More thanhalf of last year's GI loans required no down payment whatsoever, 
and had repayment periods of 26 to 30 years. This year, reflecting the tougher 


attitude of bankers, VA loans were off 31% from April, 1955 to April, 1956. And 
the drop-off is expected to become sharper. 

Hit most peveruly have been homes in the $10,000 to $12,500 category, with 
the National Association of Home Builders reporting a 40% decline in starts from 
last year. Under $10,000 the drop was 30%. 

With unsold houses in the $10,000 to $12,000 bracket being reported from 
some cities, the further shift by builders to more expensive homes is a “must.” 





Sales of higher-priced homes are brisk. 


From every section of the country we hear that homes from $20,000 on up are 
selling well and that many more are being planned this year. The majority are 
pre-sold, custom houses, but there is a trend to Speculative building of houses 
in the higher price brackets. Chicago has projects of 100 or more homes priced 
from $30,000 on up and they sell readily. Similar projects are reported in 
St. Louis and other cities. 


Land costs up 17% in one year. 


Typical homes being built this year are selling for $14,508, a sharp jump 
from the 1955 median average of $13,050. Higher lot costs are given most of the 
blame. 

In 1950 the lot cost was about 10% of the typical sales price; in 1955 it had 
risen to 15%, and this year it has risen to 18.4%. A typical fully developed 
lot has increased in cost more than 17% in a year! 


Some wage jumps in the building trades. 


A few wage increases caused a 14% rise in Baltimore, 2% in Boston, 14% in 
Los Angeles and almost 4% in Minneapolis. These increases are not unexpected, 
but have been predicted here for some months. 

Some resistance on the part of employers to the demands of labor has result- 
ed in strikes in the south and midwest, with 30,000 out in Cleveland. In other 
cities, employers have signed without delay, with 15¢ to 25¢ an hour increase 
being the usual pattern. Steel prices may be expected to rise $12 to $15 per 
ton by midsummer, depending on the wage settlement made with the steel workers. 


VA issues new procedures for building complaints. 


Regional offices of the VA have received new instructions for handling con- 
struction complaints. Effective immediately, the new plan calls for tightening 
up final inspections, but on subsequent complaints they will separate those 
items which are the builder's responsibility and those which homeowners must 
take care of as a matter of maintenance. 








(News continued on next page) 





NEWS 


Plan Remodeling Contest to Turn OHI 
Publicity Into Local Sales for Dealers 


To enable 
building materi 
als and othe 
dealers to prof 
it directly from 
Operation Home 
Improvement, 
the OW 
mittee at Wa 
Conn., 


com 


terbury, 
is Sponsoring a 
$2,000 remodeling contest for 
Homeowners in Wa 
terbury and seven nearby towns 
participate in the contest by 
imprinted entry 
official local OHI 


homeowne! 


can 
obtaining an 
blank from 
stores 
“Bridging the gap between OHI 
publicity and profitable 
local dealer sales is a major prob 
lem,” say Carl E. Woodward, 
past-president, Chamber of Com 
ales promotion direc 
Brass Co., division 
“We think our plan 


national 


merce, and 
tor, American 
of Anaconda 
will bridge the gap.’ 
The OHI campaign in Water 
bury (pop. 105,000) was kicked off 
meeting attended by more 
100 Headed by real estate 
Louis J. Galullo, the local 
OHI committee ineludes: Ed 
Smith, J. E. Smith Lumber Co.; 
Harry Halpin, Waterville Lumber 
Co.; and Dominic Castelano, Brass 
City 


at i 
than 
dealer 


Lumber Co 
Homeowners in Waterbury can 
enter any remodeling project that 
a substantial alteration o1 
an addition, First prize is $1,000; 

$500; third and fourth 
$250 each 


involves 


econd, 
prizes, 

In an effort to further capitalize 
on national promotions, howeown 
ers who enter the local Waterbury 


EXPERT OHI 

ht A 
chuster, ¢ imber of Commerce 
local OHI chairma (. kb. Woodward 
ee Verge Lette Home A 
Vhite Pla OH «1 and 
ind Kekl dt Advertising Agency 


Powe to i 


rman 


8 


PANEL for the meeting 
iditorium tncluded 
president; L. J 
meeting 
Garde 


William 


will automatically ente 
national home improve 
ment contests. The local contest 
is tied in closely with Bette 
Homes & Gardens magazine’s $25, 
000 contest. Local entrants, cer 
tainly local winners, will be en 
couraged to enter the $100,000 Col 
gate-Palmolive (Vel) contest and 
possibly others. 

The local OHI program was pro 
moted at the recent annual Home 
Improvement Show, with a special 
information booth. The show at 
tracted 12,000 visitors. Afterward, 
a special section in the local paper 
promoted the contest with news 
stories and advertising 

The first four pledges 
Waterbury’s $2,000 prize 
came from lumber dealers 


contest 
several 


toward 
goal 


Storm Windows Top 
Home Fix-up Project 


A recent analysis of 8,395 prop 
erty improvement loans made by 
the First Federal Savings and 
Loan Association, Chicago, shows 
that loans are now being used for 
28 different purposes. Storm win 
dows led all other categories by a 
wide margin. 

Other leading improvements from 
the standpoint of volume included 
garages, heating equipment, ma 
terial purchases, awnings, general 
remodeling, additional rooms, roof 
ing, siding, fencing and kitchen 
remodeling. 

tanking next in order of volume 
were plumbing, air-conditioning, 
tiling, cement work, bath remodel 
ing and dormers. 


the Connecticut 


left to right: L. J 


Galullo 

chairmat 

Glauder 
Kenyor 


Erwin 
thusiasti« 
of plat for a 


(,reen 
local 


OH! KICK-OFF MEETING in Waterbury 


response from more than 100 dealer 


FHA Relaxes Rules 
For Trade-in Houses 


Homeowners will find it easier 
to trade in their present homes for 
new under recent revisions 
just announced by FHA. Interim 
financing will become more readily 
available, enabling owners to ap 
ply equity as a down payment on 
a new home. 


ones 


new rules, either an 
individual! or firm taking a trade 
in house can finance the transac 
tion with a FHA-backed mortgage 
up to 85% of the amount an owner 
occupant can borrow on the same 
The maximum loan is 
$17,000 and only one and two 
family houses are eligible. The 
ruling is covered by a FHA direc 
tive dated May 22, 1956. 


Under the 


property. 


NRLDA Produces 
Five Workshop Kits 


The National Retail Lumber 
Dealers’ Association has just pro 
duced five workshop packages for 
use by state and regional assovia 
tions. Each package consists of a 
set of color slides, a narrator’s 
script, 250 printed booklets sum 
marizing the script and sugges 
tions for staging the programs ef 
fectively 

The titles of the five programs 
are: “How to Use Installment Sell 
ing in the Yard’, “How DeVille 
Sells Home Improvements”, “Dis 
plays that Get Results”, “How to 
Sell Materials with NRLDA Dis 
play Panels”, and “Meeting Com 
petition with Component - Built 
Homes.” 


The workshop packages are in 
tended for management clinics, 
district meetings, yard training 
and 30-day short courses. The cost 
to associations will be $125 a 
package. 


Conn., drew en 


who learned 


remodeling contest 





WwOooDCcOoO 


E-Zee = 


A “window shopper” uses more than a rule 


to measure the worth of a window. He is concerned 
with QUALITY, PERFORMANCE and STYLE, 
He wonders about EASE-OF-INSTALLATION 


Your PROFITS are directly related to 
customer satisfaction. You PROFIT most 
by selling WOODCO E-ZEE Loc Wood Awning 


Windows...from every point-of-view. 





Sold exclusively through the lumber dealer. For the name of the nearest WOODCO distributor write to 


WOODCO CORPORATION 


Formerly General Woodcraft Co., Inc. 


North Bergen, N. J. 


Branches: Lowell, Mass., Schenectady 3, N. Y. 


FACTORIES: 
Wholesale Millwork Division E.Zee Loc Wood Awning Window Division 


ROCKWELL OF RANDOLPH, INC. WOODCO CORPORATION 


Randolph, Wisc. Miami 47, Fla 
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IT’S HERE: 


POWERNAIL 


Model 145 


Mird, to comp 
with FHA ond’ “A 
requirements 


PLUS FEATURES 


Flooring is automatically 
drawn up tight 

Cuts nailing time up 

to 60% 

Eliminates time 
consuming hand 

setting 

No more nail waste 
Instantly relooded mag 
azine holds 100 power 
cleats 

Will not rust, clog or jam 
Designed and built for 
long, dependable service 
POWERNAIL floor nailer 


is guaranteed 


POSITIVE 


HOLDING POWER 


e/a 


NO SPLITS 
NO SQUEAKS 
i eenetll 


The New POWERNAIL Model No 
145 and mollet DRIVES AND SETS 
a 2” Powercleat into hardwood 
T&G flooring IN ONE FAST BLOW! 
Each cleat is driven straight and 
at the correct angle without split- 
ting the flooring, assuring POSI- 
TIVE HOLDING POWER! 


Descriptive literature 
furnished on request 


[OWERNAIL COMPANY 


y wi ~OnNtame * 
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NEWS 


(begins on page 8) 


Approve More Liberal Title 1 


The House Banking Committee 
has approved bigger loans and 
longer repayment terms under the 
government’s home improvement 
loan program. 

The loan limit for improvements 
on a single-family dwelling will be 
boosted to $3,500 from $2,500. For 
multi-family homes, the limit will 
be increased to $15,000 from $10,- 
000. In addition, repayment pe 


| riods will be stretched to five years 


from the present three years. The 
changes were recommended by the 
administration and are included in 
a housing bill the Senate passed. 
New FHA Ceiling 

The committee tentatively voted 
to boost by another $3 billion, to 
a total of $21 billion, the amount 
the FHA can use to insure mort- 
gages. The new ceiling, which was 
recommended by the administra 
tion and is included in the Senate 
measure, would allow FHA to con- 
tinue its home insuring job next 
year. 


Production of Temlok to 
Double at Macon Plant 


Production of Temlok fiberboard 
products—roof deck, sheathing and 
acoustical material has been 
started in the new facilities of the 
Armstrong Cork Company’s fiber 
board mill at Macon, Ga., reports 
H. R. Peck, vice-president and gen 
eral manager of Armstrong’s 
Building Materials Operations. 

“The new Macon facilities not 
only will result in more than 
double the previous Armstrong ca 
pacity for the production of fiber 
board products, but the plant in- 
corporates a number of improved 
principles developed by Armstrong 
research and engineering in re 
cent years,” according to Peck. 


PRODUCTION OF TEMLOK will be 


The expansion project is adding 
approximately 212,000 square feet 
to the 300,000 square feet of floor 
space in the original facilities. The 
expanded portions of the plant in- 
clude a second board mill along 
side the original plant. The new 
buildings will house additional 
grinding, pulping, screening, form- 
ing, drying and painting equip- 
ment. 


Survey Reports Big 
Home Improvement Market 


Look magazine has_ recently 
completed a survey, which shows 
that 14,700,000 homeowners plan 
home improvements this year. 
Here’s what the public says they 
plan to do: 


9,500,000 will paint or decorate 
1,500,000 will buy a new roof 
1,450,000 will finish a basement 
1,300,000 will add a room 
600,000 will finish attics 


Floors and floor coverings ac- 
count for another large number of 
home improvement projects, the 
survey reports. Floor tile will be 
purchased by 1,100,000 homeown- 
ers and linoleum will be bought by 
2,300,000 families. Additions and 
changes of hardwood floors will 
be considered by 550,000 home 
owners. 


Youngstown Acquires 
Ford Facilities 


Youngstown Manufacturing, Inc., 
Youngstown, Ohio, producers of 
extruded aluminum metal trim, 
has acquired the facilities of Ford 
Moulding Co., Kearny, N. J., re- 
ports H. E. Schuler, president and 
treasurer of the Youngstown firm. 


more than doubled with the new facilities 


of the Armstrong Cork Company’s fiberboard mill at Macon, Ga. Expéaffled por- 
tions of the plant including a second board mill alongside the original plant are 
shown at right In the process of being completed 
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Aluminum 
Sliding 
Windows 








with INTEGRAL FIN TRIM 








These perfect performing, low-cost windows are built to your 
high standards to give your customers a lifetime of trouble-free, 
expense-free service. They add beauty, quality, value to every 


type of home. 


Complete perimeter weatherstripping—plus a special meeting 

rail water bar—assure a weather-resistant window. A newly 
designed foolproof, spring-type lock is set in meeting rail of each 
window. Locking mechanism is entirely concealed. Self-lubricating 
sash sliding devices permit lifelong, smooth operation—even 

when sill is covered with dirt or sand. 


Cupples Aluminum Sliding Windows are made in thirty-eight 
standard stock sizes in three types—with or without fin trim. 
Shipped knocked-down...ten horizontal or ten vertical 

of each size to carton. Any horizontal size can be assembled 
with any vertical size. This economical packaging helps to 
keep prices competitive with low-cost windows, holds your 
stock to a minimum, increases turnover, saves warehousing 
space, increases your profits 


Cupples also manufactures a complete line of single-hung, 


Every Cupples Window 
double-hung, case-slide and picture windows. 


Built by a Company 
In Service to Homemakers Dealerships available in a number of areas. Write now 
For More Than 100 Years. for details, 


PRODUCTS CORPORATION 


2653 South Hanley Road * St. Louis 17, Missouri 


3UILDING Propucts MERCHANDISER Circle No. 4 on Coupon, page 80, 





NEWS (hegins on page 8) 


Flintkote To Build 
Texas Gypsum Plant 


The Flintkote Company has an 
nounced plans to build a gypsum 
plant at Sweetwater, Tex., to 
manufacture gypsum board, plas 
ter and other gypsum materials 
for the building industry 

1. J. Harvey, Jr., president, said 
the company has acquired a large 
deposit of gypsum at the Texas 
site and will begin construction 
of the plant “in the next 60 to 90 
days.” He estimated the plant 
would be in production by 1957, 





The new gypsum plant is part 
of a $20 million expansion pro 
gram, which includes acquisition 
of the Insulrock Corp., manufac- 
turer of fireproof acoustical mate 
rials and the building of plant for 
building materials at Ennis, Tex 


Other Gypsum Plans 


Flintkote’s move comes about 
four months after Johns-Manville 
announced it had obtained op 
tions on gypsum deposits in 
southern Nevada and Allied Chem- 
ical & Dye Corp. acquired the 
Newark Plaster Co., which makes 
gypsum wallboard, lath, sheath 
ing and plaster. Ruberoid has been 
in the gypsum field for two years 


poi 
ALL OF OUR 
RESOURCES 


are at your 


service 


In addition to our own 12 sawmills, 


Waseed are actively engaged 


Esa 
-* 


d 


in the procurement and distribution 
of all West Coast lumber products 


As and maintain buying offices in 


producing areas to give the trade 


complete one-call balanced 


service. 
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through purchase of a 


plant at 
Wheatland, N. Y. 


Stanley Will Double Its 
Steel Strapping Output 


President John C. Cairns of The 
Stanley Works, New Britain, Conn., 
has announced that ground will 
be broken soon for a manufactur- 
ing plant designed to double the 
company’s production of steel 
strapping. It will measure 180’ x 
550°. Adjoining it on a different 
level will be an office building 
300° x 150’. Both will be of brick, 
glass and steel, one-story high. 

Steel strapping production ac- 
tivities, which are now scattered 
among half a dozen buildings, will 
be concentrated in the new plant, 
as will the manufacture of steel 
strapping tools. 

Vice-president Harrison C. Bris- 
toll, in charge of the steel strap- 
ping division, said, “The grow- 
ing market for steel strapping, 
plus the need for more efficient 
production, dictated the planning 
of the new facilities.” 


Alsco Purchases the 
Weathermaster Corp. 


A. J. Feldman, executive vice 
president of Alsco, manufacturer 
of aluminum storm windows and 
doors, has announced the acquisi- 
tion of 100% of the stock in an 
outright purchase of the Weather 
master Corporation of Boston. The 
Alsco Company of Akron, Ohio, 
had interests in the Weathermas- 
ter Corporation and supplied 
Weathermaster the precut alumi 
num extrusions ready for fabricat 
ing 

Alsco has plants in the United 
States, Canada and in Europe an 
affiliate located in Naples, Italy. 
The Italian plant is the first of 
many foreign plants planned for 
Europe and South America. The 
acquiring of the Weathermaster 
Corporation in Boston is part of 
the planned expansion program to 
further enlarge the Alsco organ- 
ization 


New FHA Folder 
Available to Dealers 


A new, 3%” x 6” folder in four 
has just been printed ex 
plaining FHA Title 1 terms and 
listing the home improvement 
projects, which qualify under the 
program 

Produced by Kaufmann Press, 
Inc., 25 Massachusetts Ave., N.W., 
Washington, D.C., the folder is 
suggested as a handout and for 
direct mail campaigns. Samples 
and prices are available from 
Kaufmann Press 


colors 
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Now there's a 
great automatic 
transmission 
for whichever 
Chevy truck 
you choose 


Famous Chevrolet Hydra-Matic, or 
all-new Powermatic, provides easy, 
safe automatic driving that’s 

tailored for your truck! 





Hydra-Matic optional in Series 3000 and 4000 
models at extra cost brings new ease to tough 
jobs, cuts hauling time and maintenance expense, 


Powermatic 
models at extra cost 
truck operation ever known! [t's a Chevrolet “‘first.”’ 


optional in Series 5000-10000 


assures the easiest, safest big 





Pick any Chevrolet truck .. . and you'll find there’s 
a modern automatic transmission to make your 
hauling easier, safer, and more profitable! 

If your choice is a Series 3000 or 4000 model, 
there’s Hydra-Matic. This modern automatic 
transmission not only gives you the ease of no-shift 
hauling . . . it also saves you maintenance money 
because the hydraulic coupling protects drive-line 
parts from shock loads. Or, if your job calls for a 
5000 through 10000 Series Chevy, there’s exclusive 
Powermatic —the first automatic transmission 


designed especially for big trucks! Six fully auto 
matic forward speeds and a torque converter vir- 
tually eliminate manual gear shifting on hills or in 
traffic! A revolutionary “retarder”’ 
down-hill hauling, less brake wear and you make 
better time through traffic because all shifts are 
*‘power-on”’ shifts! 


assures safer 


Now automatic driving, available throughout the 
Chevrolet truck line, gives you one more reason to 
Chevrolet Division 


2, Michigan 


see your Chevy dealer soon! 
of General Motors, Detroit 


Chevrolet truck 
manual transmissions 





are great performers, too! 


To give you extra pulling 
power in the medium- or 
heavy-duty model youselect, 
Chevrolet trucks provide 
big, rugged heavy-duty 
i-speed Synchro-Mesh 
transmissions, or brand-new 
‘‘New Process’’ 5 speed 
transmissions! * 

*Optional at extra coat in 5000-0000 


through SOOO Serie rricnte 
ard in 9000-10000 Seria 


NEW CHEVROLET 
TASK:-FORCE TRUCKS 


Anything less is an old-fashioned truck! 


Circle No. 6 on Coupon, page B80 
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| Marlite 


ernisHeo 


PANELING 


Use these new Marlite sales-builders for bigger, more 
profit ible building and remodeling business, Only 
Marlite offers you everything you need including these 
new in-store displays, new full-color decorating 

idea book, new sound slide film for training salesmen 
and ipplic itors PLUS continuous national 

advertising. Contact your Marlite representative O1 
wholesaler, or write Marlite Division of Masonite 
Corporation Dept, 641, Dover, Ohio, 


ee ® 6 mer’ j 
Marlite */ 
plastic-finished wall paneling 
Another quality product of Masonite® research 


Circle No. 7 on Coupon, page 80. 
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$9000 SAVED! 


| 
} 


in first 


months 


Says Mr. Clarence A. Sather 


Labor-Saver and Expediter for PEKS, 


\. Inc., Minneapolis, Minnesota. 


Vv o GERLINGER Fork Lift Truck Biggest 


Let Clarence A. Sather, partner and manager of PEKS, lumber 

and building supply firm, tell you the whole story 

“With only three trucks we had to hire others when we got 

busy. Now Gerlinger cuts down loading and unloading time 

so much we keep our own trucks rolling all day long. | was 

amazed, in looking over our 9 months’ statement, to see ithad {ANOTHER GERLINGER “Exclusive” FEATURE 
saved us $9,000 in yard and delivery expenses with the same 
equipment, more salesmen, bigger volume. Last year we paid 
over $3,600 in hired trucks in those same nine months.” 

New records of production and profit are the usual report when 
Gerlinger is on the job. Call your Gerlinger dealer for informa 
tion on the fork lift truck or material carrier for YOUR heavy 
duty material handling 


Operators praise the ease and safety with which 
they can maneuver Gerlinger Fork Lift Trucks. Pivotal 
mounted steering axle assembly equalizes load and 
maintains constant 3-point suspension, instantly 


adjusting to uneven road contours 


GERLINGER CARRIER COMPANY 
DEPT. T-S + DALLAS, OREGON 
Please send FREE Gerlinges Fork Lift 


BUILDING Propucts MERCHANDISER Circle No, 42 on Coupon, page 80, 
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say Eugene Farrow and Philip Kallenberg, builders of Selden 
Country Estates in Selden, Long Island. “Flexivent’s top 
quality and low cost allowed us to give home-buyers added 
light and ventilation, We're sure this is one of the reasons our 
development sold so fast.” 


“One of the reasons our homes sold so fast,”’ 











ee wie 
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says Milton Fox, builder of Brentwood Oaks, Brentwood, 
1.**The use of pre-packaged and assembled window units 
of Flexivent’s prime quality has increased our sales and aided 


““Flexivents increased our sales,” 


in cutting our construction costs.” 


These Long Island « : : 
builders say... Flexivents big 


Across the country men who build homes for sale rank Andersen Flexivent Window 
Units tops. They like the quality wood construction, low cost, versatility, sales appeal. 
For the next project you furnish, look into the sales-closing advantages of Andersen 
WINDOWALLS. You can get more information from your WINDOWALL distributor or by 


writing Andersen. WINDOWALLS are sold throughout the country, including the Pacific Coast. 





“Buyers tell us they like Flexivents,” say Henry Bass and Marvin Rosen, builders of Hilaire 
Estates at Deer Park, Long Island. “We're enthusiastic over 


Flexivents. Many buyers have told us how much they ap 
preciate Flexivent’s ease of operation case of cleaning.” 


..and their dealer says 


“The Flexivent sells itself,’’ says Don Axinn of 
Axinn & Sons Lumber Co., Queens Village, L.I. “Our 
window sales have doubled because of Flexivent’s ease 
of handling, versatility, tremendous consumer appeal. 
It’s a prime favorite with our project builder customers.” 


help in boosting home sales’ 


Andersen\Windowalls 


ANDERSEN CORPORATION, BAYPORT, MINNESOTA 





Cole Says Starts Will Increase, Reach 1.3 Million 
This Year...Plans Ready to Lower Down Payments 


HHFA Administrator Cole still 
thinks housing starts in 1956 may 
reach his earlier prediction of 1,- 
800,000. But he says this goal 
will be hard to reach without 
some relaxing of the home mort- 
gage market. He adds that the 
government has plans in regard to 
this relaxation, but does not de 
scribe these plans in detail. It’s 
an easy guess that they might in 
clude the reduction of down pay 
ments required by the FHA on 
houses whose mortgages it insures. 
Or Fanny May could step up pur 
chases or increase the scale of 
buying prices or both. Or the Fed 
eral Home Loan Bank Board could 
make more credit available to sav 
ings and loan associations. 


* * * 


Industry spokeamen in Washing- 
ton think that from the point of 
view of the building industry the 
number of housing starts is not so 
important as the size and quality of 
the houses built. A number of in- 
dividual lenders and institutions say 
the emergency building of little 
houses is pretty well completed. 


* + * 


Hence many of these lenders are 
not interested in lending money on 
houses with fewer than three bed- 
rooms; and they’re taking careful 
looks at housing designs and at the 
quality of building materials, 
plumbing fixtures, heating units, 
workmanship and the like. These 
mortgage men think that even with 
fewer starts the investment in 1956 
houses may well be quite as large 
as in 1955; and they think the last- 
ing value will be larger 


2 * * 


In any event, Cole feels sure the 
curve of housing atarta will rise 
from now on. He believes, again 
without detailed explanation, that 
competition for money in other fields 
will slacken and that more funds 
will hecome available almost auto- 
matically for home mortgages. 

* * . 

The House Ways and Means Com 
mittee continues to work on pro 
posed excise tax changes; although 
the members rather think the 
chances for passage of such a bill 
at this session are not good. It’s a 
complicated field and one of im- 


18 


mense political pressures. Even 
drafting the bill after the commit- 
tee has passed on the details would 
take many weeks. The members 
think it might be possible to report 
out a bill late in the session and 
maybe get it passed by the House. 
It’s too important a matter to be 
hurried; and the Senate isn’t likely 
to act on it in the closing days of 
the session. 
* * * 

The House Banking Committee 
has rejected a plan backed by the 
White House that would have placed 
home financing for elderly persons 
under the FHA’s mortgage insur- 
ance program. This doesn’t mean 
that old people, living on pensions 
or annuities and needing houses of 
special design, have been pushed in 
the face. It’s supposed to open the 
way for a better and more liberal 
plun to permit direct Federal loans 
to organizations building homes for 
these elderly people. 


* * * 


The Senate Agriculture Commit- 
tee approved a House-enacted meas- 
ure to merge the Farm Production 
Credit Corporations with the Fed- 
eral Intermediate Credit Banks. The 
committee also approved a bill ex- 
tending the Farmers Home Admin- 
istration’s emergency loan author- 
ity through June 30, 1959, and rais- 
ing its capital loan authority from 
$15 million to $50 million. 


* * * 


Incidentally, there’s still talk in 
the capitol corridors and cloakrooms 
of a late-session reduction in in- 
dividual income taxes, It may be 
just talk; hut this is an election 
year, 

~*~ * * 

Secretary Benson, of Agriculture, 
has reversed his earlier ruling that 
up to certain set dates farmers could 
plow under growing crops and put 
the land in the soil bank’s acreage 
reserve. Under the revised rules, 
farmers who plant less than their 
quotas of 1956 winter wheat, be 
cause of drought or other adverse 
weather conditions, will receive $4 
an acre for the unplanted fields. 
Any basic crops destroyed by ad- 
verse conditions and plowed under 
will be repaid at a specified rate for 
each crop, but not less than $6 an 
acre. That's the ruling now 


According to a White House re- 
port, HHFA chief Cole has been 
asked to make a report on @ broad 
investigation of FHA field activi- 
ties. New charges have been made 
in Congress of irregularities in the 
outside-of-Washington management 
of these programs, 


* * * 


Reports from the Pacific north 
west are to the effect that many 
mills have notified their distribu- 
tors that as of July 1 there will be 
price increases in several types of 
plywood. This product has _ been 
selling at a better volume rate of 
late and some mills are closing 
down for summer vacations; so the 
price increase reflects expected low- 
er inventories. Other lumber prices, 
according to Washington reports 
from the northwest, seem still to 
be weakening a little. 


* * * 


The Federal Reserve has not low- 
ered the recently increased dis- 
count rate, but it has eased up on 
credits by purchasing short-term 
treasury bills in open-market opera- 
tions. In two successive weeks, the 
Reserve purchased a total of $312,- 
400,000 of these bills. These trans- 
actions add to the loanable reserves 
of commercial banks, helping them 
meet the seasonal needs of their 
customers. Loans to business by 
leading New York banks in the 
week ending June 6 rose by $200 
million, according to the New York 
Federal Reserve Bank. This prob- 
ably does not represent corporate 
tax borrowings to meet the June 
installments. Those borrowings will 
show up a little later. 


* * . 


Secretary Weeks, of the Depart 
ment of Commerce, announced that 
employment at mid-May stood at 65 
million; a May record. The Secre- 
tary also told a press conference 
that business men expect to in- 
crease their plant and _ business- 
equipment expenditures to a new 
record high in the third quarter of 
this year; at the annual rate of 
$36.7 billion. Such a third quarter 
investment would increase capital 
outlays upwards of 25% above 
the corresponding quarter of last 
year. 
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This brand name 


also brings you... 


for Better Construction with True Economy 


@ Dealers know that quality builders 
usually prefer wood sheathing for side 
walls, sub-flooring and roof boards. These 
builders, in explaining their framing 
methods, use such words as “‘strength, 
rigidity, tightness’’. 

Weyerhaeuser 4-Square Wood Sheath- 
ing is stiff and strong, and because it is 
kiln-dried, it has remarkable dimensional 
stability. Wood has great nail-holding 
power. Accordingly wood sheathed side 
walls resist vibration, such as that caused 
by motor traffic. This nail-holding ability 
also permits the secure and economical 
application of wood sidings and shingles 
without furring strips. 

The cell structure of wood sheathing 
permits a wall to breathe. . . to take on 
and give off excessive moisture. With 
vapor-proof sealing paper on the inside 
of the studs, or with a vapor barrier 


insulating blanket suspended in the stud 
space, and a wind-proof paper on the 
outside of the sheathing, a safe, dry, 
breathing wall is created. 

Lumber is also the preferred material 
for sub-flooring and roof boards. It pro 
vides a strong base for applying finish 
materials, and, as roof boards, the strength 
to withstand snow and wind loads. 

A broad selection of Weyerhaeuser 
4-Square Lumber items is offered for use as 
wall and roof sheathing and sub-flooring. 
There are species, widths and grades to 
serve most building requirements 

Many Lumber Dealers find that it pays 
to remind their builder customers of the 
advantages of lumber sheathing—and to 
point out that the use of Weyerhaeuser 
4-Square Kiln-Dried Lumber Sheathing 
provides the builder with an important 
selling point . proof of better value 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 


Circle No. 8 on Coupon, page 80 
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Ready and waiting—free to you—complete, easy-to-use 14-unit sales kit featuring dispenser ; (4), (5) and (6) sales brochures on Penta-treated lumber, poles and posts; 
(1) and (2) Penta “totem pole” display cards; (3) counter display and literature (7) indoor-outdoor display banner; (8) step-by-step promotion instructions; 


Big New Monsanto ‘Penta Guard” Promotion Costs You Nothing, Is Easy to Use, Makes You 


‘ Bigger Profits = Easier Selling 
Y For You! (GAN, | For You! 


Selling Penta-treated wood L/ yy Now, you can sell more clean 
whether it’s lumber, fence posts 4/ ou. Penta-treated wood more easily. 
or poles—-is a good, sound, prof WY Ti Monsanto’s eye-catching Penta 
itable business. Reason? Because Guard promotional package 
Penta pressure-treated wood gives your customers the makes your store local headquarters for Penta-treated 
biggest buy in wood today wood 
% Wood that's resistant to rot, termites and other boring 


hoaaate The whole promotion is free to you—easy to use. It’s 


centered around the PENTA GUARD, an eye-compelling 
visual symbol... shows your customers in words and 
%& Wood that actually costs less because it lasts longer pictures just how Penta pressure-treated wood saves them 


*% Wood that's good for 30 years or more 


% Wood that's clean, easy to handle money, time and labor. 
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(9) radio scripts; (10) dealer ad mats; (11) bill stuffers; (12) window decals; HITTING NATIONAL ADVERTISING IN LIFE, FARM JOURNAL AN ICCESSFUI 
(13) correspondence stickers; (14) store and yard posters. All this, PLUS HARD FARMING. For your free sales kit, just fi and mail the pt 


Join me! You’ll see! 






lOns ; 

















ou Money by Helping You Sell More High-Profit Penta Pressure-treated Lumber, Posts, Poles! 
National Advertisin To profit most from Penta's national advertising, 
g have your Penta Guard Sales Kit all set up in 
advance. So mail this coupon now! 
Pre-sells For You! 
. * . . . . . . . . . > . * 
Pan Hard-selling advertisements in ° MO! O CHEMICAL COMPA 
ily. LIFE, FARM JOURNAL, SUC- —¢su0'N't2th Blvd. St. Louie 1, Miner 
nta CESSFUL FARMING point up eo | et sting pl care ° 
ige the advantages of Penta-treated . lend me at once a complete Penta ‘ 
ted lumber, fence posts and poles. These ads tell readers to lend sales representat 
look for the Penta Guard—the symbol that identifies you ‘ caebiands 7 
as the smart merchant handling Penta pressure-treated a . 
[t's wood in your area ° . 
ing “i ° 
Concentrated selling advertising is priming your cus 
ind . i re 
tomers; the Penta Guard Promotional Package gives you 
_ the tools to help clinch the sale and to sell more ili - 
related items, too: wire, roofing, paint, hardware, tools, et« en a cele a ee ete: nee re ee ee 
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EDITORIAL: Handling Big-Ticket Home Improvement Jobs 





With the announced extension of OHI 
to July 1, 1957, it is vital to every dealer 
that he gets set adequately to serve 
Operation Home Improvement inspired 
customers. Here is a check list for such 
organization: 


Establish A Home Center 


Devote at least 20% of overall floor 
space to the following items: 


Literature racks filled with enticing 

manufacturers’ brochures, cata- 

logs, ete., which illustrate end-use 

packages, in color where possible. 

A supply of Home Maintenance & 

Improve ment magazine published by 

American Lumberman. 

A large scrapbook made up of col- 

ored illustrations of end-use home 

improvement packages clipped from 

consumer magazines, 

A panel (or scrapbook) of before- 

and-after photographs of exceptional] 

home improvement jobs you have 

handled, 

A screen and slide projector. 

Colored slides showing end-use _ in- 

stallations of manufacturers’ prod- 

ucts with special emphasis on pack 

ages impossible to duplicate in the 

showroom. 

A small counter viewer for using 

these slides, 

Index and storage facilities for 

manufacturers’ slides. 

A file with the cost and estimating 

history of large home improvement 

projects for which you supplied 

materials, 

Complete installment selling facili- 

ties. 

A reference file of manufacturers’ 

catalogs, data sheets, etc. 

A supply of current consumer and 

industry magazines, 

Complete, homelike comfort for the 

ladies (check with the Mrs.). 

Display samples of merchandise near 

the planning center. 

Use interesting signs promoting 

home improvements. 

Utilize plastic models and cutouts of 

kitchen items, ete. 

Have available all necessary esti- 

mating data, sketch pads, blanks and 

forms, 

Invest 2° of sales quota in advertis- 
ing to fully back the remodeling de- 
partment, 


Man Power 


Provide well-trained manpower to 
service the home improvement center. 
Include training in products, package 





selling, salesmanship, estimating, con- 
sumer financing, property surveying and 
sketching. We have a new list of train- 
ing films available for 50¢. 


Step-by-Step Plan 
Make customers feel at home. Em- 
phasize courtesy, service attitude, 
one-stop facilities and follow- 
through. 
Conduct a tour through the store and 
yard. 
Assign one salesman to handle the 
entire deal and follow up. 
Qualify prospects as to specific inter- 
ests and show related material in 
service center. 
Make a date to meet the prospects at 
their property. 
Open a prospect survey card in dupli- 
cate for each potential buyer. 
Take a camera to the prospect's 
home, make a thorough survey of 
present and future needs, both ex- 
terior and interior. 
Determine what improvement or im- 
provements are to be done first. 
Take “before” picture. 
Establish ability to pay estimated 
monthly payment. 
Measure and sketch wanted work. 
Leave suitable literature and note 
data for next meeting with prospect 
at store or home. 
Get credit report. 
Prepare formal proposal have 
blanks and forms filled out. 
Close on first call back if possible. 
The store is the best place to close, 
but it may be necessary to close in 
the home, 
Bring contractor into picture at this 
point, if necessary. 
Enter sale on prospect card and re- 
cord date of service calls. 
Kknter date on which to approach 
prospect for the next improvement 


sale. 


, 


Call back when job is completed, Take 
“after” photograph. 
Make each sale lead to four more 


One, to a neighbor whom you can- 
vass for similar work. 

Two, to an unclosed prospect for 
similar work in another part 
of the trading area, who is 
brought to see the job and the 
satisfied customer. 

Three, to a friend or relative of 
of the satisfied customer. 
Four, another sale to the same 

customer, 


Art Hood 
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Always have a supply of sales lit- 
erature on hand. Full color folders, 
promotional] material and sales aids 
are FREE to every recognized build- 
ing supply dealer. 


Be sure to tell new home planners 

about the BILCO Door. Remind them 

that supplementing the inside stair 

with direct access is the only way to 

have a useful, convenient and safe . Ay 
y . ] 


PAI TH: 


basement. 


Create interest and sales by setting 
up this “Silent Salesman’ in your 
yard or showroom, A standard size 
A painted bright red comes equipped 
with attractive sign. Sold at a very 
special price or a money back 
guarantee. 


Follow these ABC’s and sell BILCO Doors in volume for new homes and to replace 
wood hatchways. Available immediately from wholesale distributors in most section: 





The BILCO Co., Dept. 1308, New Haven, Conn, 


) . ©) ad 
) “~ ) a Gentlemen 
| Cy Please send samples of iiterature so we can order a supply 
—<— ™ -™ ance ON ; 


Please send information on the display offer 











| 

| 

| 
AMERICA’S FINEST 
BASEMENT DOOR : 
Sold only by Lumber and Building Supply Dealers. 
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- LARGE GLASS AREAS expose the airy interior and post-and-beam construction 
Attractive exterior dna to the customer parking area. Texture 111 exterior siding and supporting fir 


timbers are stained to match the interior redwood walls 


Homeowners and contractors are serviced in 


fd Z’ 
ultra-modern surroundings in new Milwaukee lh C J 


layout. 
h . <= '*h Bees 
‘ ty 


Room to plan......... 


PLANNING CENTERS occupy a prominent place in the cen 
ter of the showroom at Holt Lumber Co., Milwaukee. Sepa 
rate sections are set aside for home improvement and home 


_ 


planning book and literature 











i MODERN STAIRWAY leads to the ex 
Stairway to sales eeeeee ecutive office on the balcony which 


paneled with squares of at ited pl 


Visit Holt's Mew Yard 


In its downtown location, people wouldn't 
walk a few blocks to visit this yard. Now that 
it’s located in the suburbs, people drive miles 
out of their way to shop in one of the most 
modern lumberyards in the nation. 


That’s the enviable reputation earned by the Women like it.... 


new Holt Lumber Co. yard located on @ seven STORE TRAFFIC is chan 
acre tract on the outskirts of Milwaukee. Holt eled to the right and past 
decided to build the new showroom after it tried the housewares department 
to remodel its downtown yard to attract more shopping carts are available 
consumer trade. 


“It’s like an old home, you can go just so far 





(continued on next page) 
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Plenty of space .. 


WIDE AISLES encourage cu 
tomers to browse and provide 
space for expansion 


Pole-type structure.... 
SELF-SERVICE SHED, 140'x40', is a 


pole-type structure adjoining the main 


howroom,. Customer are encouraged 
to browse and bring their purchases 
to the cashier's window 


a 9 \-) 2 


PAY CASHIER 


UTILITY CARTS are pro 


Customer vided for customers in the 


convenience — elf-service shed, Customer: 


ring bell for service 


. 
Versatile warehouse... 
POLE.TYPE WAREHOUSE (5k'x100') has a spur track run 


ning through the center so cars can be unloaded out of the 
weather, Sliding doors make it possible to load trucks from 
outside without interfering with operations inside the shed 


= > 
a 


Self-service 
Gh ik os 


GRAHAM HOLT, 
head of the firm 


in the self-service 


hed 


remodeling and then it becomes increasingly 
expensive,” says Graham Holt, president of the 
firm. “When you move into a new layout you 
can plan and expand to suit yourself. 

“| began planning this yard about five years 
ago,” Holt adds. “We were strictly a contractor 
yard and decided to drum up more consumer 
business. With women making more of the fina] 
decisions about building materials, I found we 
weren’t dressed up to meet them. So I decided 
to follow the current trend in buying and pro 
vide a form of one-stop shopping center for 
building materials.” Holt has come up with what 
is considered by many lumbermen the closest 
thing to an ideal lumberyard shopping center. 


Main showroom. An excellent example of con 
temporary design, Holt used post-and-beam con 
struction to create an airy showroom with a 
solid wall of glass. The roof is supported by 
16”x24”x40' fir timbers stained to match the 
T&G redwood wall planking. Though the in- 
terior of the showroom is primarily redwood, 
large areas are also paneled with hardwoods 
for display purposes. Every wall sample shows 
the cost of the paneling per 100 square feet of 
wall area. 

The showroom roof is decked with 3”x6”, T&G, 
planks treated with Wolman salts. Originally 
the ceiling was to be covered with acoustical 
tile, but the pleasing green color of the pre 
servative blended so well with the stained beams 
and redwood walls that Holt decided to leave 
the roof deck exposed. All floor areas are brown 
vinyl tile. 

Overhead lighting is provided by fluorescent 
strips and the window area is equipped with 
adjustable spotlights to highlight specials and 
seasonal items. 


Self-service shed. Adjoining the main show 
room, Holt has built a pole-type shed to house 
its self-service department. Each piece of lum 
ber or plywood is individually price marked 
with a gummed sticker. Utility trucks are pro 
vided so customers can move bulky purchases 
themselves. Customers are urged to make their 
own selections and bring them to the cashier's 
counter. There are no salesmen in this area. 
Cartop carriers are available free of charge. A 
small deposit is required. 


Merchandising. Every item in the showroom 
and self-service shed is individually price 
marked to make it easier for customers to serve 
themselves. Holt uses a small sign machine to 
print promotion matter and department signs 


Basement area. Still under construction is 
Holt’s basement display area. This space will 
be used also for contractor meetings and home 
handyman classes after the wall paneling has 
been installed. 


Patio displays. Next to its model Lu-Re-Co 
home, Holt is paving an area with patio brick 
to display lawn and garden furniture and bar 
becue equipment, This area will be enclosed 
with 40 different samples of fencing. 


Contractor offices. To segregate its consumer 
trade and builder business, Holt provides sepa 
rate parking areas for each. A special service 
desk is provided for contractors. 

“Though we're going after the consumer mar 
ket,” Holt says,” we intend to keep on provid 
ing our builder customers with the same serv- 
ice that’s helped up keep growing during the 
past 50 years.” 
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Dealer Does It With Mirrors 


Using mirrors—an old interior 
decorator’s trick to make a small 
area look larger—Best Lumber 
Co., Milwaukee, has created a feel- 
ing of spaciousness in its show 
room. By placing mirrors behind 
the shelves, Best has created an 
attractive setting for hardware 
and power tools. 

Tilted at an angle, mirrors on 
the lower shelves reflect light on 
the displays and make them look 
larger. 


Good Will Builder 


Scores of San Antonio children 
are having fun with lumber 
scraps these days as the result of 
the cooperation between Forrest 
A. Dinn of the City Lumber Co. 
and W. E. (Bill) Thomas 
manager of Geo. C. Vaughan & 
Sons, a local building materials 
distributor, who furnishes the mill 
ends 

Word-of-mouth advertising fol 
lowing a spot radio commercial 
and an announcement in a Scout 
newspaper was enough to bring 
kids in droves. Adults who have 
been caught helping themselves, 
have been politely shooed away. 
The scrap box, which is pretty 
well depleted in this picture, takes 
a trailerload every week or 10 days 
to meet the demand of the young 


sters 
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There's no substitute for the 


experienced personal service and help 


Your business 
is his job 


you get from your Porter-Cable 
representative For his only interest 


is in building your tool business 


Hie devotes his time and his energies 
to your problems he Ips train 
your sales force, calls on your major 
prospects when you request, offers 
: his services when you participate in 
ranchise I | 


local trade shows, makes himself 


No other f 
gives you 
all these extras 


ivailable for store demonstrations 


and special promotions 


He has a wealth of power-tool 
le knowledge and experience and it's 


A few 


Cab 
Your Porter 


iP 
sonally all yours for the asking 


repres niative pe’ 
helps yo" with 


franchises are still available 


Write for details today 
{ sale peopl 
mg” ’ 
e@ Training stions ilustrated: 146 professional quality 
’ »monst ts 
e@ Store de ft Saw. True heavy-duty desion and 


n 
. yromoue p 
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° Participavion in 
trade shows 
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direct 
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advertising, 
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PORTER-CABLE MACHINE COMPANY 


6056 WN. Salina Street, Syracuse 8, N.Y 


In Canada, write Porter-Cable, Led... Box 


London, Ont. Canadian prices slightly higher 


SAWS * DRILLS + SANDERS + ROUTERS + SHAPERS + PLANES 
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pace-Saving 


the moderr 


dei Orative way 


More room for living when 
a door slides into the wall 


the Kennaframe way, 





REVOLVING SIGN, propelled by an air stream from a demonstration fan, at 
tracts customers at Builders Emporium 


Improved ff a 


Patented 


(1.5, Pat. No. 2,732,919) 


» 


Installs in 
minutes to last 
a housetime! 
Pivotal connec- 
tion of header 


and jambs makes 
X . easy fit and plumb 


FEATURING REMOVABLE TRACK 


@ Fits AU 2x4 
Walls 


@ All Steel Frame 


@ Warp Proof 
®@ Adjustable 3 
@8 Wheels Per Ways 
Door 
@ Takes All Wall 
®@ Prefabricated Materials 


. Completely Packaged 


Write for your 

free copy of 
completely tllustr ited 
Kennatrame folder 


Kennatrack 


CORPORATION 
ELKHART, INDIANA 


in Canada: Toronto, Ontari 
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| temperature will 
sponding surge in fan sales. So the 
| firm’s promotion is geared to re- 


Fans Blow $6,500 Breeze 


Promotion plays merry 
cash register music at Cali- 


fornia dealer’s store. 


A revolving sign, driven by an 
air stream from a display model, 
entices customers to the fan de 
partment at Builders Emporium, 
Van Nuys, Calif., eight months of 


| the year. The animated display, 


coupled with timely newspaper 
ads, kept the fan department hum 
ming along at a $6,500 clip last 


| year. 


The department’s peak volume, 
naturally, is during July and Au 
gust, but any sudden increase in 
bring a corre- 


lieving the customer’s discomfort 
at a profit. 
Builders Emporium kicks off its 


| fan promotion with teaser ads in 


April, saving its heaviest promo 
tion for the torrid months ahead 
Each ad is slanted to promote a 
special fan. 


J ven 


Best sellers, according to Ray 
Sloan, head of the firm’s electrical 
department, are oscillating models 
in the $12 to $15 bracket and a 
window model selling at $34.95. 
The firm’s selection of fans run 
up to $49.95. 


Air-conditioning equipment is 
also featured in hard-hitting news- 
paper ads. When possible, ads are 
scheduled to coincide with the hot 
weather of July and August. 


Last September during an un- 
seasonably hot spell, Builders Em 
porium received a carload of 500 
portable evaporative units. With 
a one-page newspaper ad, the firm 
sold the entire carload in one day 
and customers were clamoring for 
more. 


The firm’s plumbing department 
also merchandises window air-con- 
ditioning units up to 1%-ton ca 
pacity. These are sold on a cash 
and-carry basis. The firm also 
handles evaporative-type coolers 
and these are sold as an installed 
package. Builders Emporium has 
arrangements with air-condition 
ing contractors to handle the in 
stallation 
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Qur Signature is Your 








GUARD | 


Comprising our twin signature, these 
symbols stamped on all Fordyce pine 
products are your double 


assurance of premium value. 


___ Because Fordyce guards its reputation for 
maintaining the highest lumber standards 
as jealously as you guard your name 


as a dealer in dependable material. Moral: 


Buy Brands You Know 


nA 


YY 
AKO 
lei 


R COMPANY 
Cf, AR ERO HAS 


Manufacturers of Branded Arkansas Soft Pine, Royal Oak Flooring, WOLMANIZED*® treated lumber. *Reg. U.S. Pat. Off 
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Open these doors to 
and stepped-up 
turnover... 


WITH DUTCH BOY. COLOR GALLERY 





Increases paint sales 129%, 
in six months with Color 
Gallery 


Mr. V. E. Peeler, Covington, Tenn, 
» 


“Dutch Boy” Paint Dealer 
, 


1 


As a decorating aid for painting contractors 
and homeowners, the “Dutch Boy” Color Gal- 
lery is in a class by itself. 


In a class by itself 

as a paint “salesman,” too! 

To the Color Gallery, one “Dutch Boy” dealer 
~—Mr. V. E. Peeler, Covington, Tenn.— credits 








his 129 per cent increase in paint sales. In 
six months. 


Another — Mr. Floyd Fitzgerald, Rapid City, 
South Dakota—says “The Color Gallery makes 
the selection of colors...a very simple matter, 
and it brings many new customers into our 
store each week.” 


How it works these wonders 


With the “Dutch Boy” Color Gallery, cus- 
tomers have more than 100 most-wanted in- 
terior—more than 40 popular exterior—colors 
at their fingertips. 
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They pick their favorites. And that’s easy. 
Then they just turn over the color chip —a 
take-home chip—and their complete color 
scheme is right there. All worked out! A won- 
derful time-saver for dealers! 

Colors selected, then comes the paint: 
FLAT WALL ENAMEL, SATIN FINISH, 
HIGH LUSTRE or House Paint. All Color 
Gallery Paints —the finest money can buy. 
All are proved profit-makers. 

To dealers everywhere: the Color Gallery is only 
one of many “‘strings”’ to the “Dutch Boy” dealer’s 
big money-making “‘bow.”’ That’s why a “Dutch 
Boy”’ franchise is such a sure-fire profit-maker. 


BUILDING PRODUCTS MERCHANDISER 


Color Gallery in Disneyland: 
here in the Tomorrowland area of this famous park 
is an exciting “Dutch Boy” exhibit built around 
the Color Gallery. 5,000,000 visitors a year are 
urged to “see the Color Gallery at your Dutch Boy 
dealer in your own home town.” 


Made by the makers of 
‘*Dutch Boy’’ Paints 


NATIONAL LEAD COMPANY 


GENERAL OFFICES: 111 Broadway, New York 6, New York 
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PRICE BOOK and product literature 
enable firm’s staff to make speedy 
estimates 


PIECE-PRICES of lumber are indi 
cated on typewritten card stapled to 
this neat movable sign post 


There's a BETTER PROFIT in Piece-Pricing 


The piece-price system of selling lumber is 


California firm uses three differ- 
f f If paying off for the Arcadia (Calif.) Lumber Co. 


ent price schedules with markups “Two years ago when we started piece-pricing 
lumber, we were getting $110 for lumber sold 

based on service and size of order. over the counter to the homeowner,” says Andy 
Seckstrom, Jr., co-manager of the yard. “We 
worked out our piece-pricing on the basis of 
$130 and found we got fewer complaints on high 
prices from the home handyman customer than 
on the old per-M price basis.” 


Three schedules. Arcadia uses three price 
schedules based on quantity of material pur 
chased and the amount of service which must 
be given. The standard price is the one charged 
the small remodeling contractor. For the over- 
the-counter customer the price is 5% higher. 
The price charged contractors who are build 
ing complete houses and handling larger jobs 
contains a smaller percentage markup than the 
schedule for the small remodeling contractor. 


Beckstrom finds that even professional build 
ers like and use the piece-price in figuring their 
jobs; it simplifies a builder’s calculations. For 
example, a builder who wishes to find the price 
of a number of studs merely has to multiply 
the number of studs by the piece-price instead 
of converting the studs to board feet and then 
multiplying that result by the per-M price. 


“There is a big advantage to us in the piece 
price,” Beckstrom said, “in that it speeds up the 
handling of customers. The yard man filling a 
small lumber order for a homeowner marks the 
piece-price directly on the ticket and sends the 
TYPEWRITTEN CARDS, stapled to bin-ends, make the sale of 
panels and molding as nearly self-service as possible. (continued on page 35) 


32 June 25, 1956, AMERICAN LUMBERMAN 





wa 
3 


wee. oF i, 


¥ 
Pe 


4 


Want a fast-moving, BIG profit 
Here’s the product for you! 


Watch MATICO Deluxe PLASTIC WALL TILE move! 
It’s a lightning fast over-the-counter seller because it 
meets the needs of the vast home remodeling market. 
The built-in superiority of MATICO Deluxe PLASTIC 
WALL TILE spells S-A-L-E-S! It’s high in quality because 
it’s pure virgin polystyrene tile, manufactured under the 
most exacting laboratory controls. The result! ... color 
uniformity ... years of durable, trouble-free wear... 
strong, permanent adherence to walls. And it’s easy to 
install—a strong selling point to help you sell the do-it- 
yourself enthusiasts. And to top it all off, MATICO Deluxe 
PLASTIC WALL TILE in economical standard gauge is 
priced to fit almost any budget. 

Good reasons, all, why MATICO Deluxe PLASTIC WALL 
TILE will be a rapid-fire, repeat business sales leader. 
Stock and display both MATICO PLASTIC WALL TILE 
in 11 sparkling Deluxe colors and 17 decorator styled 
Super Deluxe colors . . . you'll see immediate results in 
heavier store traffic... faster over-the-counter action... 
bigger and better profits than ever! 


Cash in on the profitable install-it-yourself market 
MATICO PLASTIC WALL TILE gives you a comple te = MASTIC TILE CORPORATION OF AMERICA 
line of accessories to make each sale more profitable —— Dept. 4-6, Box 946, Newburgh, N. Y 

for you. 


Send full details on how to increase my over-the 
counter business with MATICO Deluxe PLASTIC 
WALL TILE 


MASTIC TILE CORPORATION OF AMERICA ‘Ha aia 
Houston, Tex. * Joliet, Ill. * Long Beach, Calif. * Newburgh, N. Y. Fcamanind 


o 


ADDRESS 
4s senna BS 


Rubber Tile + Vinyl Tile * Asphalt Tile + Confetti 
——————_ Fe 
Aristofiex + Parquetry + Maticork + Cork Tile + Plastic Wall Tile 
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YOU GET AMERICA’S FINEST WITH 


palachian Hardwoods! 


The Appalachian area produces a fine type of Hardwoods—+soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, too. Specify lumber, flooring and specialties of Appalachian 


Hardwoods. Consult the concerns on this page. 


“Cherry River Boom & Lbr, Co., Richwood, W. Va. 


\ppalachian Hardwoods, Flooring, Planing Mill Products 


slued Dimension 


“Bemis Hardwood Lbr. Co., Rebbinsville, N. C. 


flock, Hardweeds, Flooring. Dimension 


“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mili at Flat Lick, Ky 


*M. E. Crisp Lor. Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods 
Oak, Poplar, Beech, Maple, Ash, Hickory. Chestnut and 
other hardwoods. All facilities 


The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
Century’ Oak and Maple Flooring. 


Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut. Poplar, Basswood. Beech 
Cherry. Mahogany and Lavan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring 


“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 


]. P. Hamer Lbr. Co., Inc., Kenova. W. Va 
Hamer Lbr,. Corp., Appalachia. Va 


Manufacturers Appalachian Hardwood Lumber 


“Mowbray & Robinson Lbr. Co., Cincirnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring 


*Member Appalachian Hardwoods 


Manufacturers, Inc 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 


Circle No. 34 on Coupon, page 80. 
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DEALER PIECE-PRICING 


(begins on page 32) 





customer to the cashier. This is much faster 
than the old method of having to extend every 
item by the board-foot method. It’s especially 
useful when there are a lot of people waiting 
to be taken care of, as on Saturday morning.” 


Made price book. To help in the operation of 
the piece-price system, Arcadia Lumber Co. 
management did two things: first, they worked 
out a price list on the per-piece basis, and sec- 
ondly, marked the piece-price on all merchan 
dise including lumber. 


In marking the price on yard items of lumber, 
Arcadia Lumber Co. uses a simple method. The 
prices are typed on cards. These cards are 
tacked on the lumber bins or on movable stands, 
which are placed next to the piles of lumber. 


The price book pages are duplicated so there 
are current price books in various parts of the 
yard. The piece-price calculations are made 
once, for the book, are duplicated on tough paper 
and put to work. No attempt is made to follow 
the daily rise and fall of the lumber market on 
these piece prices. On large competitive jobs, 
lumber is priced out on the board-foot method. 


Simpler for buyer. “It seems silly to quote 
a buyer on a thousand feet,” commented L. A. 
Beckstrom, Sr., founder of the firm, “when he 
is asking for a price on two or three pieces only. 


“It is quite perplexing for a buyer to watch 
a clerk going through the mechanics of figuring 
1 pe. 1x8 16’ @ $130 and finally come up with 
the price: $1.39. It is both quicker and less 
confusing to the customer to turn to the piece 
price table and quickly locate the price. Also 
there is less chance for error in making exten 
sions.” 


Price is fair. The Beckstroms pointed out 
that with a price per piece on lumber it is not 
necessary to sell strictly on price, nor do they 
do 80. 


“The buyer who is looking for the cheap 
est price can beat ours by $3-$4 per M if he 
wants to look for it,” said Andy Beckstrom, Jr., 
“but we give them their money’s worth. They 
get top quality. We never argue on claims. Our 
deliveries are speedy. And we go out of our way 
to get special requirements for customers.” 


The point seems to be that with a piece-pric 
ing system there are fewer discussions of price 
than with the board-footage method. Thus, this 
pricing method has much to recommend it to 
the dealer seeking to eliminate competition. 


The system works. Evidence of this is found 
in the growth of Arcadia Lumber Co. In 1988 
the company started with three men; now there 
are 36 on the staff. The company does well over 
$1 million in sales annually. Five trucks are 
operated, plus one straddle truck and two fork 
lift trucks. 





More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 
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save . 
space, time, 
work, money 


A REAL DOOR 
THAT FOLDS 


e ccwm 1 e j on 


VINYL MATERIAL 
THE GENERAL TIRE & RUBBER CO 
JEANNETTE, PENNA 


WIPES CLEAN .. . with sudsy cloth! 
RESISTS... 


WON'T... 


staining and scuffing! 


. support combustion! 


SEND COUPON TODAY! 


GRANT PULLEY & HOWE. CORP 


31-85 Whitestone Parkway, Flushing 54,N. ¥ 
Please send me complete information on GRANT folding d 


and room dividers 


Name 
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SALESMAN ELLISON is one 
salesmen selling sliding gla 
John Wallin, Scehubert’s ma: 
the demonstrator 


SLIDING DOOR DISPLAY set up 

side Schubert Lumber Co howroom 
attracts the approval of two prospects 
John H. Wallin, Schubert’s manage 


is the demonstrato! 


Nice Profit in Sliding Glass Doors 


Knoxville (Tenn.) 
dealer tells how he sold 120 
units of this popular specialty 


item with a_ well-rounded 


promotion. 


Sliding glass doors offer a nice 
profit margin, according to John 
Wallin, manager, Schubert Lum 
ber Co., Knoxville, Tenn 

But that is not the only advan 
tage in handling this increasingly 
popular specialty item, adds Mr 
Wallin. (His firm sold 120 sliding 
glass doors last year. Approximate 


36 


4.It is trouble-free. In the two 
years we have handled the prod 
uct, we have not had to replace 
a single unit and we have had 
very few complaints of any kind. 


sales volume: $16,500.) 
Here are some of the other ad 
vantages pointed out by Mr. Wal 
lin 
1. First and foremost, we sell a 
quality sliding glass door at a 
budget price. We sell the & 10 
door glazed complete with a 
screen and latch for $145. This 


Two customer categories. Most 
of the Schubert Lumber Co. cus 
tomers for sliding glass doors fal] 
into two categories, says Mr. Wal- 
places our product within reach lin. About 75% of the company’s 
of any size house beyond $8,000. sales are made to speculative 
The comes knocked down builders and another 20% to home 
for easy shipment and storing. owners who have awarded con 
tracts to reliable builders. About 
5% is divided between sales to 
other dealers and remodeling jobs 


handled 


door 


It can be glazed with inexpen- 
sive 3/16” crystal sheet glass 
and the glazing can be done in 


any dealer's shop usually 


Installation is 
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ACTUAL INSTALLATION sold by the 
Knoxville firm showing how sliding 
glass doors bring inside 
Schubert sold 120 sliding glass door 


in 1955 


outdoors 


TYPICAL REMODELING JOB ran 
labor 
made 


proximately $350 including door, 
and refinishing. Installation was 





ap 


in one day with exception of patching 


the wallpaper and matching the 
color outside 


by the firm’s contractor customers, 
but Schubert has several salesmen, 
who are well trained in door in 


stallation and they occasionally 
install the door as on a remodeling 
project. 

“As a sales incentive, we allow 
the salesman who sells the door 
to make the installation for which 
he receives a flat fee of $10 on a 
standard 8'0” x 6'10” door,” says 
Mr. Wallin. 


The firm has worked out a de 
livery system, which contractors 
like. When a contractor orders a 
door, Schubert sends out the frame 
so that it can be installed as the 
contractor frames the house or as 
he starts up with the masonry. 
After the contractor has finished 
the sidewall, the firm then delivers 
the sliding glass door and screen 
MERCHANDISER 


LDING PRropUCTS 


tucco 


and thus avoids breakage and 


screen damage. 


A strong promotion campaign on 
sliding glass doors includes out- 
side salesmen, television, new 
paper and direct mail advertising 
in addition to point-of-sale display 
samples. 


Outside salesmen. Three sal 
men sell the sliding glass door 
line. Two spend their entire time 
with contractors and homeowners 
One salesman calls on architects 
specialty companies and other 
dealers promoting the sales of 
specialty items of al! kinds 


Sliding glass door newspaper 
advertising is usually incorporated 
with the firm’s overal! display ad 
Enclosures provided by the manu 
facturer are sent out as direct 


mail and occasionally the firm 
mimeographs postcards with sizes, 
prices and other salient features 
of the door for mailing to contrac 
tors 

TV was used to sponsor the Wash 
ington Redskins’ professional foot 
ball games with several two-minute 
live spots with the local announcers 
actually operating a full-size door 
set up in the studio 

Schubert Lumber Co. has 
selling sliding glass doors for two 
years. The reason for their popu 
larity, believes Mr. Wallin, is that 
“neople feel they are capturing a 
part of the outdoors, expanding 
their homes and better still, bring 
ing the outdoors into their homes.” 


been 





‘Hllinggon 


FOR 


66 


YEARS 


THE 
RELIABLE 
SOURCE 


FOR 
QUALITY 
LUMBER 


For 66 years Ellingson has 
been delivering satisfaction 
fo buyers of 


@ Ponderosa Pine 
® Douglas Fir 

@ White Fir 

@ Hemlock 


ELLINGSON 


LUMBER COMPANY 


Klamath Falls, 
Oregon 
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DO-IT-YOURSELF LEG DISPLAY is restocked with literature by dealer Meredith 
Note sample table made with do-it-yourself legs 


Sells 100 Sets of 
Table Legs Monthly 


The Butler Brothers Lumber 
Company’s four yards in Manhat 
tan, New York City, each sell an 
average of 100 sets of do-it-your 
self table and furniture legs per 
month. These unfinished hardwood 
legs bring a 40% markup 


Do-lt-Yourself SPECIALS 


Mew DENMIK Adjestable Tapered Legs 


BUTLER LUMBER CO., Inc. 


Maenbettes's Largest Lember Terd 
ween 


Mase Occ & Yard Oh Aremee & 








NEWSPAPER AD uses manufacturer's 
mats to illustrate multiple uses for the 
unfinished furniture legs 


25 


“We particularly like selling the 
legs,” says Charles I. Meredith, 
manager of Butler’s yard at 2311 
Third Ave., “because they are a 
perfect do-it-yourself product and 
a natural for creating additional 
tie-in sales.” 

Vast majority of the legs are 
sold cash - and - carry to home 
owners and apartment dwellers 
who attach them to plywood or 
flush doors to make tables. Others 
use the legs on unfinished furni 
ture, which the yards display and 
sell in quantity. The legs are also 
popular with carpenters and cabi 
netmakers 

“Any customer who buys a set 
of legs is immediately in the mar 
ket for additional products,” em 
phasizes Meredith. 

Tie-in products include: ply 
wood, flush doors, unfinished furni 
ture, paint, varnish, brushes, sand 
paper, plastic laminates for tops 
and hand tools. 

Legs come in 6, 9, 12, 16, 18, 22 
24 and 28-inch lengths. The cus 
tomer selects the size desired and 
he gets a factory-packed box which 
contains four legs and necessary 
hardware. The metal platform 
used to attach legs to the table || 
lows either straight attachmer. or 
the modern flair angle. Retail prices 
range from $2.98 for a set of 6 
legs to $5.98 for a set of 28” legs 
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GD winvows-— tie Line DESIGNED WITH THE DEALER IN MIND 


HOW TO WHIP THE INVENTORY @ale eal 


big bug-a-boo confronting building product 
dealers is inventory ... what windows to stock? 
what sizes are popular? Ceco has answers te those 
questions and they are yours free. Present window 
preferences, the trends of the future — are all reflected 
in the history of Ceco window sales—-in Ceco’s ap 
praisal of tomorrow’s window needs. So, call on Ceco, 
We will show you how a reasonable inventory of 
window types and sizes will serve you best in y 
area. If other windows are required, order from our 


stocks. This saves you from tying up money in costly 


inventory. 


om. AMERICA'S WIDEST LINE OF STEEL AND ALUMINUM WINDOWS AND SCREENS 


CECO STEEL PRODUCTS CORPORATION 


In construction products Ceco Engineering makes the big difference 





wok S ESTAS 


“see 


y 
a. 


Metal Specialties Displayed Around Post 


To display metal specialties in a heavy-traffic area near 
the main entrance of its showroom in Omaha, Nebr., John 
on-Cashway Lumber Co. converted one of the roof sup 
porting posts into a wing-panel display. Illuminated with 
fluorescent lights, the perforated hardboard display is 
used to merchandise aluminum door specialties, wrought 
iron legs, mail boxes and other items on an impulse basis 
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Plumbing Fixture Display 


A small but widely varied stock of plumbing 
fittings is aiding Gene Welch and his Donner 
Trail Lumber Co. to serve the vacationers who 
make up most of his trade in Truckee, Calif., 
in the heart of the Donner Pass country. The 
chief building activity in the area is construct 
ing do-it-yourself mountain cabins. 

Welch is an expert in explaining all manner 
of building operations to the inexperienced 
families who come to him for their materials 
His stock of plumbing supplies was especially 
selected for this type of trade. He received help 
in the selection from his wholesaler. The neat 
arrangement of pipe fittings in rows enables 
customers to easily select the items they need 


Outdoor Self-Service Area 


The problem of the do-it-yourself, Saturday 
shopper was partially solved by the Main Line 
Lumber & Millwork Co., Wayne, Penna., with 
this drive-up, serve-yourself area 

Customers select their materials and pay for 
them in the nearby showroom. All products are 
price tagged so the area requires a minimum 
of supervision. It’s especially helpful during 
the Saturday rush. 

The building, a converted shed, provides six 
large bays for storage and display of do-it- 
yourself and bargain specials 





Outdoor Bell Helps Ring Up Sales 


lo promote its name and effectively display rustic 
cedar siding, shakes and peeled logs, Liberty Lum 
per Co Tacoma. Wash built a bell tower to house 
its trade mark—a bell 

The bell ties in with the firm’s slogan: “For sound 
values ring the Liberty bell.” This patriotic connota 
tion is carried on in the firm's phone number: 1776 
By coincidence the yard is located on Union avenue 

Manager Ken Heiman bought the 80-year-old 
church bell about a year ago, After it was sand 
blasted, he mounted it in the tower in front of the 
showroom. The tower is located on a busy highway 
and catches the eye of passing motorists. Many drop 
into the firm’s ample parking area to inspect the 
bell and end up as customers 
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Trailers Provide Extra Builder Service 


Four-wheel utility trailers are not only speed 
ing the loading and delivery of small orders fo 
the Southern Illinois Lumber Co., but also mak 
ing it easier for builders to handle material 
at the job site Sign Stops Traffic 
“With utility trailers, contractors can spot 
the loads to suit themselves,” says Neal Laws, enone lo make a bid for the high 
manager of the Fairfield, Ill., vard. “Builders : way traffic, Liston Lumber Co.. 
often ask to have their orders loaded on a El Dorado, Ark., erected a spe 
trailer so they can distribute the materials — cial identification sign close to 


around several construction sites and keep their the highway and separate from 
the new howroom. The metal 


sign} about 15° high and 
is finished in white, black and 
red \ planter box surround 
the base. The sign is lettered 
on both sides and can be seer 
for some distance down the 
highway 


crews busy.” 

When a yard truck makes a delivery, the 
trailer is dropped off at the job site and a 
yardman or the contractor’s crew handles the 
unloading. The driver is then free to proceed 
to deliver the load on his truck and pick up the 
trailer on the return trip. 

The trailer can be loaded in a matter of 
minutes with a fork lift truck. The side stakes 
are removable to facilitate loading 

“Trailer license fees are low,” Laws adds, 
“and our trailer service has provided an eco 
nomical method of providing our contractors 
with fast service.” 
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HOTTEST ITEM IN THE INDUSTRY! 


The New, Low-Cost 


New Berry Floataway doors make possible this wide 


open See-All Closet 


in the building industry 


the most wonderful new idea 








lt Folds as it Glides the merest touch of a finger 
and a+ they glide they 


storts these doors gliding 


fold to create the sensational 





new 





See-All Closet 


FOLDING CLOSET DOOR 
CREATES NEW, WIDE-OPEN 


Ly, 


YZ SEE-ALL 


CLOSETS 


This is by far the most exciting new product you'll see 
this year. It's receiving rave notices from coast to 
coast... from builders, home owners and remodelers. 
Everybody wants ‘em. They're a real profit producer. 
They will sell in volume. They will help you get new 
customers. So be the first in your area to offer Berry 
Floataway folding closet doors. For full details call 
your jobber now or mail coupon. 


Creates new wide open See- 
All Closets and Storage Walls 


Fast, Easy Installation (Nor- 
mally less than 20 minutes) 


Requires no special framing 


All Stee! Construction (Can't 
warp or swell) 


Backed with sound deaden- 
ing material 


COMPARE THESE DELUXE CUSTOMER WINNING FEATURES: 


Glides and Folds on Nylon 
Bearings 

Has Wonderful Floating 
Action 


Maintenance free (Can't 
come off track) 


Available in two attractive 
fectory applied finishes 

Egg Shell White 

Birch Grain Finish 


Berry FLOATAWAY Doors are available in six standord 


sizes to fil finished openings 


3°.0", 4-0" & 5-0" x 6'-8-%’ 
3.0", 4’-0" & 5-0" VM 





OTHER ADVANCED BERRY PRODUCTS THAT ARE 
SPECIALLY DESIGNED SO THEY CAN BE EASILY 
SOLD AND INSTALLED BY LUMBER DEALERS 


THE POPULAR BERRY SUBURBAN GARAGE DOOR 


Boasts many exclusive features that make it simple to 


install and give it long trouble-free life. All parts are 


factory assembled and factory greased. 





THE BEAUTIFUL BERRY CUSTOM GARAGE DOOR 


For those who desire something distinctive. Countless 


designs can be formed from factory furnished mould 
ings. This door has saved builders up to $75.00 


per house. 





BERRY SUBURBAN AND CUSTOM DOORS ARE DESIGNED SO THEY CAN BE USED WITH 
EITHER BERRY TRACK HARDWARE, CANOPY HARDWARE OR JAMB HARDWARE. 


BERRY TRAVELING "POT-O’-GOLD” 


Every Berry salesman trav- 

els with one of these trailers 

stocked with display doors. ° 

The next time this “Pot-O'- 9% 

Gold” stops at your front 

door, make sure you get 

your Berry display door. 

Once it's up your garage 

door profits will look like they've been tied 
to a skyrocket. 


JOIN THE BIG PARADE 


Be a Berry Dealer. Become the center for 
gorage doors and closet doors in your com- 
munity. Get new customers. Enjoy bigger 
profits. Mail this coupon now. 


Sy 


STEEL DOOR CORPORATION 


Department 11 
2400 E. LINCOLN ROAD, BIRMINGHAM, MICHIGAN 


Please rush me full details, pric and name of nearest jobber for 
Berry Floataway Close 
Berry Suburban Custom Garage Doors 
3 
I'm rarin’ to go. Rush me a jobber salesman 
salesman to show me how to become the center 


closet doors in my community 
NAME 


ADDRESS 


CITY ZONE 


STEEL DOOR CORPORATION 


2400 E. LINCOLN RD ¢ BIRMINGHAM, MICHIGAN 


World's Largest Manufacturer of Metal Garage Doors 





KICK-OFF MEETING drew 


H. P. Robinson, Morris Goldberg, Jame 


200 enthusiastic dealers 


Left to right: Jack Doscher 


Hand and Isaac Goldberg 


Bank and wholesaler develop Fixit Financing 
for Dealer Customers 


Homeowners in one 
Vew York 
now borrow $200—$5.000 


at 5%, nothing down and 


state area can 


36 months to pay. Here’s 
how the new plan works. 
a building ma 


bank in 
N. Y., has 


Encouraged by 
terials wholesaler, a 
Westchester County, 
developed a home improvement 
financing plan specifically for 
customers of retail lumber dealers 

According to James R. Hand, 
vice-president, The National Bank 
of Westchester, the plan, called 
Home Fixit Financing, will allow 
300 dealers in five counties in low 
er New York state to offer financ 
ing for home improvement mate 
rials and labor 





; 
st A8y) 


THIS SEAL, on 
=m bank advertising 
SS MON Is designed to 
send home im 
provement cus 
tomers to lumber 
dealers 


By making arrangements 
through the dealer a homeowner 
can borrow from $200-$5,000 at a 
5% interest rate with no down pay 
ment. Repayment is made on a 
monthly schedule with a 36-month 
maximum. The bank’s entire ad- 
vertising campaign is designed to 
direct home owners to your 
dependable building supply deal- 
er for Home Fixit Financing.” 


“The financing plan is a means 
whereby lumber dealers can com- 
pete on an equal footing with de 
partment stores and auto agencies 
for the consumer dollar,” says 
Ivan Goldberg, assistant secretary, 
Goldberg Wholesale Supply Corp., 
Tarrytown, N. Y. “The plan can 
mean increased cash sales and 
longer profits as well as a reduc- 
tion of accounts receivable. With 
the plan, dealers will be able to 
strictly control sales by taking the 
responsibility for payments for 
both materials and labor.” 


“a 
see 


How the Plan Works: 


When customer Joe Jones comes 
into a dealer’s showroom and asks 
to buy $500 worth of building ma- 
terials on time, the dealer offers 
the financing plan. Using forms 
supplied by the bank, the dealer 
has Jones fill out an application 
blank and sign a note. The deal- 


June 2 


5 


Jorge. 


FINANCING. 


a 


/ HOME 
> FIXIT 


f 


er endorses the note without re 
course, 

If the dealer knows custome 
Jones, he can turn the materials 
over to him at once and then mail 
the application blank and the note 
to the bank. The bank then for 
wards its check for full payment to 
the dealer. 

If the dealer does not know 
Jones, he tells him that it will take 
about 48 hours to clear the financ 
ing transaction. The dealer sends 
in the application and the note for 
approval by the bank. 

Other than normal materials 
guarantees, once the dealer gets 
the check from the bank the deal 
er’s part of the transaction is com 
plete. The bank mails Jones an 
installment coupon book from 
which monthly payments can be 
made by mail or in person at any 
of the bank’s offices. 


Major Promotional Plans 
The financing plan was enthusi- 
astically received by 200 dealers 
who attended the kick-off meeting 
co-sponsored by the bank and 
(continued on page 47) 
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A BRAND NEW MARKET 
ORDAGE IN j95¢5 


ae LEISURE TIME 
a ft PROJECTS 
oe aN 


owe A : STAIR RAIL LACING 
~ “vent A WITH 


3 | PURITAN CORD. 


@ Things to make @ Things to improve 
@ Things to fix ® Things to do 
WITH PURITAN CORD 


PEOPLE WHO NEVER BOUGHT ROPE 
WILL BUY CORD FROM YOU IN 1956! 


Here is a new —no cost — way SEND FOR THIS FREE DEAL NOW! 


to stimulate sales of rope, cordage —— 
and clothesline. Let Puritan, the HUNDREDS OF LEISURE TIME 
leader, pay all costs. You set up display PROJECT PAMPHLETS “en 


. reap the harvest in added profits! ee 
ONLY Puritan Cordage Mills gives you this COUNTER OR LEISURE TIME PROJECTS 
strong support. Buy Puritan products for extra HANGING DISPLAY PoRin 
profits through added sales! UNIT 





FREE! NO OBLIGATION! 


A supply of Leisure Time Project pamphlets, 


Puritan Cordage Mills, Inc. 
plus 


. . hi Dept. AL ——- 1205 E. Washington St 
Counter or Hanging Display Unit. Louisville, Kentucky 


e Leisure Time Project Kit 


Puritan 
Cea es CR ae 
cmouuss, 1c 


LOUISVILLE, KENTUCKY 


NAME — 
FIRM 
ADDRESS ZONE 


 ) — : — STATE 


o. 14 on Coupon, page 80 





HOME shows 


people what 


you can do 


for them 


You can’t make customers out of prospects until 
they’re shown how your merchandise can benefit 
them. Building materials don’t mean much to the 
average homeowner (your best prospect and big- 
gest market) until they’ve been assembled into a 
finished project. Here’s our suggestion: 


Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


Circle No. 15 on Coupon, page 80. 





who are looking for how-to information. A recent 
readership survey indicates that 98° of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 


Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 1le per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000A, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380 


( ) Send us complete information, with no obliga 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de 
tails on the new homeowner mailing list service 

Business name 

Street 


City Zone State 


Your name 
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showrooms and buy home improve Corp.,” says Hand, “we found 
. a re 7 T 7 a] . 
FIXIT FINANCING ments. there was a widespread lack of 
(begins on page 44) The five-week phase of the ad emphasis on installment selling in 
campaign includes: 6-column x 20” lumberyards We believe the rea 
ads in 17 weekly and daily news son for this is that dealers have 
Goldberg’s. To further promote papers; a total of 58, 30-second never had a satisfactory financing 
use of plan by dealers, the bank’s radio spots on two stations; car plan available to them 
office managers are making calls cards on commuter trains and all “As bankers we have recognized 
on all dealers in the area to per buses; mailing of descriptive fold that home improvement financing 
sonally explain it. Each dealer re- ers (which contain the appli ation is very desirable paper, and that 
ceives a complete explanatory kit blanks and notes) to the bank's obtaining it through building ma 
and a supply of descriptive folders 30,000 checking account custom terials dealers of sound reputa 
with customers’ applications and ers; and posters in the lobbies of tion is the best way to get it,” says 
notes. the bank’s 17 offices Hand 

Dealers receive the benefits of . 

E ; or Why Bank Did | “We believe home yroveme 
the bank’s advertising campaign, hy the Bi t ' We — he h 3 Impt panera 
: : : j a Se tote : 
which is designed to encourage “Working in conjunction with co th — tall bear po nt 
homeowners to visit the dealers’ the Goldberg Wholesale Supply ae OVEr OUNCE INSSINSnY Pane 

When a new car, TV set or refrig 





erator is bought, the resale value 
reduced sharply almost the 


Why Wholesaler Helped minute you take title. On the oth 
“We sell best when we help our customers sell,”’ is the way er hand, when real property is giv 
en needed maintenance or im 


H. P. Robinson, general sales manager for Goldberg’s, explained proved, the home itself increases 
his firm’s interest in a special financing plan to operate through in value.” Hand conclude 
retail lumber dealers. , 
; , , The bank officers, who cooperat 

John R. Doscher, executive director of OHI, predicted that od in developine the Home. Fixit 
the dealers in the area will double their volume (currently Financing plan, include Ralph T 
$60 million annually) if they take advantage of the financing Tyner, Jr., president; James R 
plan and concentrate on home improvement business. Hand, vice-president; Daniel Gal 

The Goldberg Wholesale Supply Corp. was recently awarded gano, vice-president; Frederick 
American Lumberman’s Master Wholesaler Award. Besides erg ig “eo an ne Ken 
Robinson, officers of the firm are Morris Goldberg, vice-presi- — pt Michael Cemeeene, ie 
dent; Ivan Goldberg, assistant secretary. Isaac Goldberg, yo x Lee loan yf rth me "The 
founder and president of the firm, is retired. bank has assets of $135 million 
and employs 450 people 














Money-maker for dealers and jobbers! 
Sales feature for home-builders! 


THE 
HANDSOME DOOR 


W 
VISADI = 


ee 


Write for colorful V-7B catalog 
showing these and many other 
Visador light designs which can 
be installed in flush doors in a 


JOBBERS: blank, flush doors become 
faster sellers when Visador prefabricated 
lights and louvers are added for appear 
ance and beauty. Write today for infor 
mation and prices on these units and 
complete installation kit 

DEALERS: contact your jobber and insist 
on doors glazed with Visador, the BETTER 
lights and louvers — (or ask for your cost 
on units for your own installation). Write 
us for list of Visador jobbers in your trade 
territory 

WHY VISADOR: because it offers hun- 
dreds of attractive designs featuring 
excellent styling, superior craftsmanship, 
and is backed by national advertising and 
salespromotion campaigns. Mats and 
other sales help available to our jobbers 


matter of minutes 


The_NISADOR G 


P.O. Box 10312 . Dallas, Texas 


)>3>3>3>3>3>3>939>93999> 
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See 


it at your coming national exposition! 


The model store (shown in the ad 
across the page) will be a feature 
attraction of the 3rd annual National 
Retail Lumber Dealers Association 


exposition, 


This ‘‘Profit-maker Showroom’ 
will be erected full-size, 35x90’, right 
on the floor of the Chicago Interna- 
tional Amphitheatre, complete with 


fully-stocked display fixtures, 


It, alone, will be well worth the trip 
. +» t0 Say nothing of the biggest and 
best convention and exposition yet, 

The date; December 10-13, Make 


your arrangements to attend, now! 
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A brand-new device which as 
ures the safe hauling of long 
lengths of lumber on _ short-bed 
pickup trucks is proving useful to 
lumberyards in the Rocky Moun 
tain area. Known as the Lock-Tite 
tar, the device was invented by 
Harry E. Scott, a Denver home 
builder who “runs 
ing material best suited to each 
individual job. My pickup truck i 
my workhorse,” he explains 

“The idea for the Lock-Tite 
Bar,” Seott adds, “came to me one 
day after I had lost a load of 400 
board feet of 18-foot-long lumber 
three times in as many blocks. It 
occurred to me that what I needed 
was a bar across the front of the 
truck bed to restrain the upward 
motion of the lumber created by 
the overhang.” 


around gather 


Soon after he had installed the 
tubular steel Lock-Tite Bar, other 
home builders and lumber dealers 
began asking Scott to make simi 
lar bars for them. 

The Rio Grande Lumber Com 
pany of Albuquerque, N uses 
the Lock-Tite Bar on a_ half-ton 
pickup truck. “It allows us to make 
quick emergency deliveries’ in 
small quantities,” advises man- 
ager W. C. Wade. “We have hauled 
16-foot timbers with it.” 





A few dealers in the Rocky Mountain 
area are retailing the Lock-Tite Bar 
for less than $50, Additional informa- 
tion may be obtained by writing to 
Scott Enterprises, 3419 South Down 
ing, Englewood, Colo. 











LOCK-TITE BAR is used by the Abbott Lumber (o., En 


to expedite delivery of small loads of long 


Small Job of Long Loads 


Other lumberyards now using 
the Lock-Tite Bar are the North 
ern Lumber Company, Sheridan, 
Wyo., Abbott Lumber Company, 
Englewood, Colo., and Strickler 
Lumber Company, Swink, Colo. 
to the 
ck-Tite 


Bolted through its frame 
sides of the truck, the | 
Bar is approximately six to eight 
inches from the end of the pickup 
bed. A friction clutch prevents the 
lock bar from releasing its down 
ward pressure. The bar holds at 
any position in its operating range 
and lumber is simply placed be- 
neath it. When the truck loaded, 
the bar is compressed by foot pres 
sure and the truck is ready to 
safely transport the long lengths 
of lumber. 

The Lock-Tite Bar enables yards 
to haul lumber and timber of all 
kinds, lengths and sizes, tele 
phone poles, 18-inch culvert ma 
terial, full-length reinforcing rods 
and sheets of hardboard and dry- 
wall. Some of the yards band light 
stock at the overhang end so that it 
will not feather out as the truck is 
turned 

“The dollar savings,” Scott ex- 
plains, “are hard to determine. 
But the man hours saved, plus the 
fact that with the Lock-Tite Bar 
I only need to have smal! trucks 
on my job, means extra dollars in 
my pocket. 

“Lumberyards are glad to see 
me come in for small orders of 
long stock. They know that I'll 
take the order along with me. That 
saves them money, too, which they 
would otherwise have to spend on 
a large truck delivery.” 
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IL STORE DESIGN AND 
ALES TECHN 


A BRAND W LOC 

Today’s new look in building ma- 
terial showrooms reflects the large, 
growing consumer interest in home 
improvement. An interest that fun- 
nels into lumberyards weekends, 
in the form of home owners seek- 
ing materials for repairs and re- 
modeling. 

To the average lumber dealer, 
consumers are a new-type cus- 
tomer, and to serve any volume of 
them profitably requires major 
changes in his methods and estab- 
lishment. Yet, in almost every com- 
munity there are one or more 
lumber dealers already geared 
100% to this consumer trade. 

Working with these pioneers, 
American Lumberman is evolving 
retail-type lumber dealer stores, 
display fixtures and product mer- 
chandising techniques especially 
adapted to selling building mate- 
rials directly to the consumer 

During the past year, American 
Lumberman hired as a consultant 
an architect who specializes in 
lumber dealer buildings. When his 
designs for new and remodeled 
lumber dealer yards and stores be- 
gan to appear in the magazine re- 
cently, so many subscribers flooded 
him with commissions that addi- 
tional technical personnel had to 
be added to his staff. 

Also in 1955, designs of basic 
store fixtures for the effective re- 
tail display of building materials 
were worked out by American 
Lumberman, and made available 


AMERICAN © 


yTive TITINIEMIU MER Ne) Co) I  ) Od 
And Building Products 


Merchandiser 


a de 


NEW LOOK 
exposition, December 10-13 will be this 
by the National Retail Lumber Dealers As 
national Amphitheatre, Chicago 
by American Lumbs« 
the store more than 

for most effective « umer intere 


ss 


»0 manufacturers 


TREND IN EXTERIORS 
good lumber dealer bui 
covered by American Lu? 
such as merchandising the products a lur 
dealer sells right in the construction o 
own showroom, are embodied in thi 

of the Saginaw Lumber Company 
Michigan, Jé r i! 
also the architectural 
American Lumberman 


Principles 
ding desigr 
iberman ré 


store 
Saginaw 
the architect, is 


consultant for 


in blueprint form. And although 
available but a short time, many 
subscribers have already equipped 
for consumer selling, with display 
fixtures built from American Lum- 
berman blueprints 

The practical results of such de- 
velopmental activities are contin- 
uously being made available to 
other lumber dealers, through the 
magazine, as part of American 
Lumberman’s industry service 
program. This is a broad program 
which, in addition to modern store 
designs, display fixtures and retail 
merchandising techniques, also in- 
cludes an advertising mat service; 
a dealer consumer magazine; a sys- 
tem for retail pricing; financial ad- 


a LUMBERMAN 


BUILDING PropuctTs 


MERCHANDISER 


A feature attraction of the coming lumber dealers’ a) 
15790 foot model retail 
ociation 
according to exterior and 1 
rman's architectural consultant at the Assoc 
products will be displa 
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store. It will be ere 
ize, on the floor of the I 
terior plans design 
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the retail 
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INTERIORS 
fer nowr 
of the orthbrool l 
Northbroolk Illinoi it wa 
equipped throughout by Manager 
Bailey elling, with 
Lumbe ay fixture 


TREND IN 
building me oom 1 
tore 
recently 

Robert 
for consumer Americar 
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WINNER OF TWO FIRST PLACE 1956 
EDITORIAL AWARDS~— American Lum- 
berman won two of the four first place 
plaques awarded to merchandising publt 
cations in Industrial Marketing's l&éth Annual 
Business Paper Editorial Achievement 
Competition. The awards are for editorial 
material covering the magazine's research 
of and reporting on lumber dealers’ store 
planning display problems and methods 


vice and management schooling 
for dealer executives 

These services, unique in the in- 
dustry, explain why more lumber 
dealers, and more of their key buy- 
ing and selling personnel, subscribe 
to and read American Lumberman. 
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OUR AD OF THE WEEK 


FOR YOUR AD-IDEA FILE 





No. 62 of a Series 


Suggested 3-col 
ervice mats no 


TIMELINESS Steps Up Ad Results 


One the big advantages of working from a mer- 
chandising calendar is the fact that you have before 
you at all times a detailed picture of your promotional 
program for the entire year—past months, present and h diff 
future. The calendar helps you properly relate promo- WwW at a I erence... 


tional effort to sales potential—-and improves ad re- 
se = THESE EXTERIOR IMPROVEMENTS MAKE 


sults by requiring “timely” planning. 

Timeliness in advertising is simply a matter of IN HOME BEAUTY... .VALUE... COMFORT 
featuring projects and products during the weeks or 
months when there are logically more prospects in the 
market for them 


YOUR NAME OR SIGNATURE CUT HERE 


Seasons of the year, of course, are one of the funda 
mental factors of timeliness. Another—the national 
advertising programs of your suppliers. Then there 
are local situations affecting timeliness. For example: 
unusual weather conditions; pattern of activities in 
farm areas; civic events, such as fairs, that bring 
crowds; group merchandising events, such as Dollar 
Days, ete. 

The suggested ad shown here is “timely” because it 
features outdoor projects. This is vacation season and 
many homeowners will divide their time between fish 
ing or travel and working on home improvement proj 
ects—-especially jobs that keep them outdoors 


American Lumberman ADservice offers you a wide 
variety of mats for your newspaper and direct mail ’ _— t ; 
advertising, enabling you to illustrate timely products “e CO 0 oe A 
and projects throughout the year | ey) 


SEND NOW FOR 
YOUR FREE COPY OF 
THIS HELPFUL AD BOOK 


Shows complete series of AD 
service mats for year ‘round 
campaign... plus layouts, copy 
suggestions and constructive 
ideas. Send coupon below today! 





please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-puge AUservice book 


NAME 
COMPANY 


ADDRESS 
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or 
Little? 


lx4 2x12? Name your width, 


If it’s 


name your thickne 


Redwood, Hobbs Wall has it! 


Ask your Wholesaler or Commission Man 
Specify Hobbs Wall for the 
hest in Redwood, from the 
firm that has served the trade 


lor over ninety years 


HOBBS WALL 
LUMBER CO. 


405 Montgomery 51., Son Francisco | 


Garfield 1.7752 + Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 


A CRA Mill 
Circle No, 61 on Coupon, page 80, 
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SPONSORING FIRMS pay $250 for a sire. Acme Building Supply Co., Meridian, 


Miss., started the event with an essay contest nine years ago 


Publicity on the Hoof 


Mississippi dealer 
starts promotion that de- 
velops into a good thing. 


A lumber dealer, Jack Malone, 
president of the Acme Building 
Supply Co., Meridian, Miss., is pri 
marily responsible for organizing 
one of the nation’s oldest and most 
successful Calf Scrambles. 

It all started nine years ago 
when Jack and his father, the late 
R. C. Malone, offered a purebred 
calf to the boy submitting the best 
essay on why he wanted to buy a 
purebred calf. 

The event attracted so much in 
terest that the Chamber of Com 
merce took it over, got the support 
of the merchants and built the 
Calf Scramble into a big affair. 
There's a big parade and a crowd 
of 25,000 people usually to watch 
over 100 floats and a dozen bands. 

More important, the three local 
stock yards credit the Scramble 
for helping upgrade the cattle mar 
ket in the Meridian area in re- 


cent years. Thus far the program 
has placed 249 herd sires in 11 
participating counties constituting 
the Meridian trading area. 


It costs each merchant who spon 
sors a purebred calf the sum of 
250. Acme has been giving away 
a calf for nine years and the Kim 
brell-Ruffer Lumber Co. co-spon- 
sors another with a local bakery. 


To compete, a farm boy must be 
13-16 years of age, willing and 
able to feed and care for a calf 
and need a herd sire on his home 
farm. Winners are assisted by the 
county agent and vocational agri- 
cultural teachers in improving 
their cattle raising program. 

Each winner agrees to feed and 
care for his prize calf and exhibit 
his calf at a designated fair or 
livestock show from 6 to 12 months 
after the Scramble. Since these 
registered beef calves are awarded 
in the Scramble for the purpose 
of improving the quality of cattle 
in the area, they are co-owned by 
the Chamber of Commerce and the 
boy; the calf must not be sold 
within 2% years of the Scramble 
except with the approval of the 
Chamber’s agricultural committee. 
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COLOR-STYLED 
by 


Certain-leed 


NEW DIFFERENT 


SHADOW - CAST 


THICK BUTT SHINGLES 


Not a blend—not a solid color—but a COLOR-TONE 
. .. subtly shaded from light to dark, creating the 
effect of a single color-tone over the whole roof, 
broken only by deep shadows. 

The natural shadow cast by the extra-thick tab is 
deepened by the shadow line at the bottom of the 
shingle. 

Mr. Dealer... add a new “best-seller” to your roof 
ing line with distinctive Shadow-Cast Shingles by 
Certain-teed! For complete information, get in touch 
with your nearest Certain-teed Sales Office... or 


write direct to us. 


Avaliable in paste! tones of: 

SHADOW-CAST CORAL + SBHADOW-CAST GRAY 

SHADOW-CAST JADE + SHADOW-CAST BROWN 
Shadow-Cast Coral 


CERTAIN-TEED PRODUCTS CORPORATION 


ae egal ARDMORE, PENNSYLVANIA 
” ; - EXPORT DEPARTMENT, 100 EAST 42ND ST., NEW YORK 17, N.Y 
LT A NN ER f ay ASPHALT ROOFING « SHINGLES « SIDING « ASBESTOS CEMENT SHINGLES 


ALG. U.S, PAT. OFF. 4 : GYPSUM PLASTER « LATH « WALLBOARD « SHEATHING « ROOF DECKS 
. ’ ‘ NG INSULATION © ROOF INSULATION « SIDING CUSHION 

uality made Certain... § ranteed : FIBERGLAS BUILDING INS : 5 ; 
9 24 = en teeter PAINT PRODUCTS—ALKYD © LATEX © CASEIN © TEXTURE « PRIMER SEALER 


BuILDING Propucts MERCHANDISER Cirele No, 18 on Coupon, page 80. 
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uf’ Manufacturer News— 


TYPICAL SCENE from the Hyster Company's full-length color 
high-stacking with end-loader 


Operation Profit hows 


New Hyster Movie Can 


sound movie 


Put MORE MONEY in YOUR POCKET! 


Profit,” a new 43 
minute, 16 mm, sound, motion pik 
ture in color, has been prepared 
by the Hyster Company as a public 
service to the retail lumber indus 
try. It describes today’s most mod 
ern handling methods for retail 
and wholesale lumber concerns 
The film is dedicated to the retail 
lumbermen, who are responsible 
for the movement of 270 billion 
pounds of lumber, lumber products 
and building products annually. 

The fast-moving film tells the 
story of “Mr. Smith,” a lumber 
dealer with an unmechanized yard, 
who visits the materials handling 
demonstrations at the second an 
nual exposition of the NRLDA in 
Cleveland, Ohio. Smith becomes so 
interested in the advantages of 
mechanical handling that he visits 
other yards to learn modern tech 
niques 

The film shows how Smith ap 
plied today’s latest handling meth 
ods to his own yard, Cost studies 
of a typical mechanized yard and 
a visit to such a yard are one of 


“Operation 





Organized groups of dealers or 
individual dealers may borrow 
“Operation Profit’’ without 
charge. Contact your nearest 
Hyster industrial truck dealer or 
write Hyster Co., 2902 N. E. 
Clackamas St., Portland 8, Ore. 
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the highlights of the film. This 
sequence clearly shows how a deal 
er can profit by using modern ma 
terials handling equipment. 

Other highlights in “Operation 
Profit” include 


© How to reduce the cost of han- 
dling lumber, lumber products, 
wallboard, shingles, roll goods, 
bag goods in and out of storage. 
Shed design. Lumber trees. 


See how 34,000 board feet of 
lumber, shipped in unit loads in 
box cars, are unloaded and put 
into storage in less than an hour. 


See paper wrapped units of lum 
ber in perfect condition being 
unloaded from bulk-headed flat 
cars after a rail trip over the 
mountains from the west coast. 
Unit load shipments of other 
building materials, available to 
day, that are unloaded in a frac- 
tion of the time now required 
with manual methods 


Learn how a lift truck can pay 

for itself in one year. Film 

scenes show 4,000, 6,000, 8,000 

pound and larger lift trucks han 

dling many of the common types 
of building materials in approved 
fashion. 

“Operation Profit” shows that 
modern handling methods mean in 
creased volume, lower handling 
costs and higher net profits 





COMPANIES ANNOUNCE 





Election of James J. Upson to the 
presidency of The Upson Co., Lock 
port, N. Y., was announced recently. 
He succeeds his father, W. Harrison 
Upson, Jr., who had served as presi- 
dent of the wallboard firm since 1947. 
W. H. Upson was elected chairman of 
the board, succeeding his brother, 
Charles A. Upson, who had held that 
position for the past nine years. The 
latter will continue to serve on the 
beard of directors. 


Ford Herd 


The Pennsylvania Lumbermens Mu 
tual Insurance Co. board of directors 
recently named John J. Ford executive 
vice-president and elected John J. 
Herd to the PLM board of directors 
to fill the unexpired term of the late 
C. Frank Williamson. President Fred 
H. Ludwig announced an 18% increase 
in general business during the past 
year 


Russell J. Leet, president of The 
Cedar Supply and Lumber Co., Louis 
ville, Ky., has been elected chairman 
of the Aromatic Red Cedar Closet 
Lining Manufacturers Association. 
The Cedar Association, now in its 
fourth year, was formed to sell the 
benefits of Aromatic Red Cedar Closet 
Lining to the public on an industry 
wide basis. Spearheading the drive is 
a comprehensive public relations pro 
gram, which deals largely with how 
to-insta!l-it publicity in all forms of 
news media 


Leet Meyer 


Malcolm Meyer, president of Cer- 
tain-teed Products Corp., was elected 
chairman of the board of governors 
at the recent meeting of the Asphalt 
Roofing Industry Bureau held in Chi 
cago. Eli Chamberlain, vice-president 
of Bird & Son, was reelected treasure! 


Orman Oak, safety director of the 
Union Lumber Co., Fort Bragg, has 
been elected president of the Califor 
nia Lumbermen’s Accident Prevention 
Association 


(continued on page 56) 
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ohlelle Mim lt 


upson wall board edge sands smooth, glass-like! 


BRAND ‘'B”’ 
WALL BOARD 


It’s a clean cut case of superior fiber quality! 
Upson wall board edges sandpaper smooth to a 
glass-like finish. There’s no fuzzing or ripping of 
board edges because Upson is made from wood 
fibers! Try the sandpaper test yourself. 

You will discover all Upson wall boards (like 
4” pictured above) assure a beautiful finished 
job, no waste, your customers save money all 
the way. 

Upson wall boards are rugged and strong, 
too. Several thicknesses are laminated together 
under pressure to re-form fibers into a rugged, 
super strong board. 

How about the surfaces? One side is softly 
pebbled, the other side is smooth. Both surfaces 
take paint beautifully. There’s no soaking in. 
Your customers can save $5 to $10 per M on paint. 

There’s good reason why so many dealers 


VEeRCHA 


WALL BOARD 


recommend Upson wall boards—%i9”, '4", 

to their customers. ‘They are the best money can 
buy. Have stable price, repeat sales, good profit 
for you. Made by the world’s largest manufac 


turer of laminated fiber boards . . . ‘The Upson 


Company, Upson Point, Lockport, New York. 


WALL AND | aia 
CEILING PRODUCTS » | 5a 
SIDING, SHEATHING 


99% wood fibers laminated for great strength 


Circle No. 19 on Coupon, page 80 





the man behind the seal 


has plenty back of himI! 


The National-American Lumber Wholesaler 
has ample supplies to draw upon, in his own yards or those 
of the manufacturers whose product he sells. 
He has the experience that enables him to find what 
the retailer wants in a hurry, and the credit to get 
it moving pronto to the retailer's yard. 


He is equally valuable to the manufacturer, 
sending him desirable orders, minimizing credit risks 
and reducing the load of bookkeeping and correspondence. 
The lumber wholesaler can give good advice 
as well as good service — he not only has plenty back of 
him, but plenty on the ball! He keeps up with 
changing circumstances, is alert to new 

possibilities, It pays to use his help. 


it's GOOD business...to DO business... with 
NATIONAL-AMERICAN LUMBER WHOLESALERS 


National-American 
WHOLESALE 


Lumber Association 
41 fast 42nd Street, New York 17, N 


1111 Yeon Building, Portiand 4, Ore 


Lumber photo courtesy American Forest Products Industries, Inc. 
Circle No. 20 on Coupon, page 80. 
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MANUFACTURER NEWS 


(begins on page 54) 





OVER 10,000 pounds of weight can be supported by one 
of the main steel building frames recently developed by 
the Pruden Products Co 


Pruden Develops Steel Building Frame 


Unique use of building materials and simple con- 
struction are keynotes of the steel building frame 
newly developed by the Pruden Products Co., Evans- 
ville, Wis. Concrete, steel, wood and aluminum can 
all be used, if desired, to their best advantage. No 
skilled construction workers or expensive scaffolding 
are needed to erect buildings using these frames, 
reports Pruden. 

Each Pruden Frame is a steel, tapering depth, lat- 
tice framework. Over 10,000 pounds can be supported 
by one of these main frames with its 40’ span. The 
frames are bolted to the foundation 12’ apart. “J” 
nailing clips on the frame receive the wood girders 
and roof purlins. Any of many combinations of ma- 
terial now available may be used to enclose the Pru- 
den Frame building. Doors and windows can be ar- 
ranged as desired to make the building efficient. 


Wood Kitchen Meeting 


The first annual meeting of the National Institute 
of Wood Kitchen Cabinets will be held in New Hamp 
shire, October 2-4, according to Institute manager 
Fred Montiegel. Site of the three-day meeting will 
be the Crawford Club House, Crawford Notch, in the 
White Mountains. 


“Highlight of the meeting,” says Montiegel, “will 
be a review of the first full year of activity of the 
Institute.” In charge of arrangements for the meet- 
ing is Hugh Gregg, president, Gregg & Son, Nashua, 
N. H., and former governor of the state of New 
Hampshire. Gregg is vice-president of the NIWKC. 


“Put It On Poles" 


The Dow Chemical Co., Midland, Mich., has pro 
duced a 16-minute, 16 mm. sound film in color, “Put 
It On Poles.” The movie is designed to aid lumber 
dealers in promoting pole-type construction for ware- 
housing, lumber storage, garages, stores and even 
offices. 

The movie is intended to be shown at meetings of 
building material retailers, building contractors and 
industrial firms interested in solving many high-cost 
industrial construction problems. Pole buildings in 
many stages of construction are shown. The film may 
be borrowed from Modern Talking Picture Service, 
15 Rockefeller Plaza, New York 20, N. Y. 


(continued on page 58) 
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GARAGE 
VER - 
Oo HEAD -SECTIONAL Doors 


General doors are truly the outstanding garage eflortiess no-tug open, yet maintain « 
doors of today, leading in Beauty, Performance and seal when door is closed 
Quality. They are constructed and designed to fit 

Top quality is assured because General Garage 
any orchitectural design and space requirement, We 
build General doors to fit Your need Residential Doors are manufactured complete in our factories 


or Commercial under our own rigid manufacturing and engineering 


Through our research and designing we have per specifications, We build them for constant wear and 


fected the easy operation of the doors to give an hard use 


Division of Pick Manufacturing Company -- West Bend, Wisconsin 


Circle No. 21 on Coupon, page 80. 





AR OAK FLOORING 


gives you these wanted features 


EXCELLENT 2 COLOR AND GRAIN 
MILLWORK UNIFORMITY 


LONG LIFE GENUINE OZARK MOUNTAIN OAK 


THOROUGHLY SEASONED 5 NOFMA 
(cleo) iin 1:10) 35 an 10) am Ae)! IN MODERN KILNS GRADED 


Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No — DIRECT 
synthetic or man-made flooring material VAN DELIVERY 
can compare with the natural and dur- » Within 600 mile redius 
able beauty of Padgett-Smith Oak 
Flooring. The result is more satisfied = phe. nd apes 
customers, more sales, and profit for you. . or Wy hos nt 


r loads or plit loads are 


Representatives in most states, Write or phone for particulars, 


Pancerr. CO mith FLOORING COMPANY hevnsein view, mo. 


BuILDING Propucts MERCHANDISER Circle No. 22 on Coupon, page 80. 








MANUFACTURER NEWS 
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A SILVER PLAQUE was awarded to 
Fred H. Side (right) for his work 
an executive of the National 
Mineral Wool Association from 194% 
1955 by Eldred Cayce president of 
the associatior at a meeting 
Yor) jcle resigned recently 
ith Cuneo Pres 


secretary 


recent 
in New 


to accept @ position 


Practical Standards for 
Dimensioning Windows 


Members of the National Asso 
ciation of Home Builders and the 
Producers’ Council, Ine met in 


Washington, D. C., recently to de 
termine practical standards for 
dimensioning windows and win 
dow openings. Also participating 
were representatives of the Alumi 
num Window Manufacturers As 
sociation, the National Woodwork 
Manufacturers Association and the 
Steel Window Institute. Conferees 
agreed that dimensional standard 
ization "was desirable and would 
eventually lead to lower window 
costs. 

Their plan of action is for the 
NAHB’s Research Institute to de- 
termine which window sizes are 
generally preferred by builders. 
This information will then be 
made available to window manu 
facturers for study, prior to the 
group’s next meeting. At that time, 
they plan to set forth acceptable 
standards for dimensioning win 
dows and openings. 

Such a step will enable many 
manufacturers to mass produce a 
limited number of window sizes. 
Some firms now produce windows 
in as many as 350 different sizes. 
It was agreed that efforts to sim 
plify the window-selecting process 
would not in any way standardize 
home design. Nor will it be elimi 
nating the market for special win- 
dow sizes. All proposed standards 
will utilize the 4” module as a 
basic unit of dimensioning 


OBITUARIES eee" 


Harry C. Gorbet, vice 
president and director of 
Huttig Sash & Door Co., St. 
Louis, Mo., died May 18 of a 
heart attack. He was 71. Mr 
Gorbet joined Huttig in 1921 
as a salesman. He was elected 
vice-president of the com- 
pany about 15 years ago. 

Active in millwork affairs, 
Mr. Gorbet was a past presi 
dent of the American Wood 
Window Institute. 


S. K. Brietz, 63, president 
and general manager of the 
Whiteselle Brick & Lumber 
Co., Corsicana, Tex., died 
April 29. He had been with 
the company since 1919 and 
had served in various ca 
pacities. 


David B. Thompson, an as- 
sociate of the Calbar Paint 
& Varnish Co., Philadelphia, 
Penna., died suddenly on May 
8. He had spent the major 
portion of his 25 years with 
Calbar in the eastern 
territory. He was 69 


old. 


sales 


years 

















Management Plan without depletion 


DEFEND YOUR 





(MENOMINEE INDIAN MILLS 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for pest half century under exacting Forest 


HARDWOODS — WHITE PINE — HEMLOCK 


TRADE WITH 





DESIGNED TO THE 
EXACT NEEDS OF THE 
LUMBER a 





ALL THE FEATURES 
TO CUT YOUR LUMBER 


NOW! sesecroes tense 


@ Dekalb, in close cooperation with the 
lumber industry, has designed and built a 
delivery unit to meet the exact requirements 
of the retail lumber yard or building supply 
house. Provides for handling of lumber, 
nails, hardboard, paints, etc. Half cab 
affords utilizing full length of truck for haul 
ing long pieces of lumber and eliminates 
long overhang at rear of truck and permits 
loading or unloading from front or rear 
Mounts on Ford, Chevrolet, GMC, Dodge or 
International forward control « hassis rite 
for full particulars 


« Dehalb 


COMMERCIAL BODY CORPORATION 
233 W. GARDEN ST. + DEKALB, ILLINOIS 
Circle No, 24 on Coupon, page 80. 


Neopit, Wisconsin 


fried QUALITY LUMBER Kiln-dried 





Circle No. 23 on Coupon, page 80. 
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ART HOOD’S PANEL was attended by over 


right, J. D. Watson, Wm. Cameron & Co 
ber Co., College Station; Ray A. Schaub 
Palmer, Calcasieu Lumber Co., Austin 


Texas 


P. J. Goodnight, president, Buell 
& Co., Dallas, was elected president 
of the Lumber- 
men’s Associa- 
tion of Texas at 
the 70th annual 
convention in 
San Antonio in 
April 

Gene Klein of 
Amarillo was 
elected first vice- 
president and 
Ralph Campbell 
of Fort Worth 


Goodnight 


was named second 


FLORIDA ELECTS, left to right, H 
retiring president; M. M. Bennett 
vice-president 


BUILDING Propucts MERCHA 


Gray 
ecretary treasurer? 


400 dealers. Panel members, left to 
Waco; Marion Pugh, Marion Pugh ! 
NRLDA president, Whiting, Ind.; Le« 


Palmer ot 
Dalla 


conve! 


vice-president Lester 
Austin was named treasure! 
will be the site of the 1957 
tion 


An interesting highlight of the 
record-breaking convention was the 
ticket on i 
were 


selection of a winning 
color TV. Tickets 
orders actually placed during the 
show at manufacturers’ booths. Ap 
proximately $750,000 in orders 
were placed during the convention 
The winner was C. Kolacek of the 
Kolacek-Coleman Lumber Co., 
West, Tex. 


issued on 


Eckles, president 


and A 


Montana 


lumbermen attended 
the 20th annual convention of the 
Montana Retail Lumbermen's A 
ociation, which was held in Bil 
lings in the Shrine auditorium 

\ highlight of the 
a “Building Materials Exhibition,’ 
which was open to the public 
Large crowds jam-packed the audi 
torium to view over 45 exhibits and 
see demonstrations of the 
new products 

Officers elected for 
Richard Hogan, Billing 
Co., Billings, president; Brook 
Robinson, Grogan-Robinson Lum 
ber Co., Great Falls, vice presi 
dent; and A. W. Lammers, Inter 
state Lumber Co., Missoula, treas 
urer 

New 


()ve} 00) 


meeting Was 


many 


1956 iy were 


Lumber 


directors include 1. A 
Kind, Linder-Kind Lumber Co., 
Helena; Charles Lovell, Interstate 
Lumber Co Missoula; Edward 
Chauner, Galiatin Lumber Co 
Bozeman; and Roy Lincoln 
Lumber Co., Plentywood 


Rue 


Arkansas 


Arkansas Association of 
Dealers held its 52nd an 
nual convention 
in Little Rock 
in the Hotel 
Marion Over 
150 delegates 
praised the fine 
business pro 
gram and enter 
tainment, called 
the convention 
an outstanding 
uccess. A ma 
jor highlight of the 
a panel discussion on “Distribu 
tion and Its Problems,” which was 
moderated by Don Campbell, sec 
retary of the Kentucky Retail Lum 
ber Dealers’ Association 

Peter Hiegel, Hiegel Lumber 
Co., Conway, was elected president 
of the Arkansas association: Reed 
Gammill, Gammill Lumber Co., 
Camden, first vice-president; L. A 
Hardman, Gus Reichardt Lumber 
Co., Helena vice-president 
John Paul Hammerschmidt, Ham 
merschmidt Lumber Co., Harrison, 
third vice-president 


The 


Lumber 


Hiegel 


meeting wa 


4e( ond 


Florida 


The Florida Lumber & Millwork 
Association held its 36th 
meeting in Palm Beach Shores in 
the Colonnades hotel. A 
crowd of were 


annual 


record 
delegates enthusi 
their praise of the busi 
program excellent 
John R. Doscher, Execu 
OHI, gave a dy 
description of Operation 
Improvement and what it 


ASLIK n 


ne and 


Spee hes 


Director of 


tive 
namic 


Home 


(continued on next page) 
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can do for the lumber dealer. Ed 
ward H Libbey, secretary of 
NRLDA, discussed “The Wage 
and Hour Law and the Retail Ex 
emption.” 

Officers elected for 1956-57 were: 
president, H. Gray Eckles, Pinellas 
Lumber Co., St. Petersburg; sec 
retary-treasurer, Marie M. Ben 
nett, Orlando; first vice-president, 
A. C. Bivins, Jr., Pacific Lumber & 
Supply, Miami; second vice-presi- 
dent, D. B. Alexander, Mitchell & 
Alexander Lumber Co., Daytona 
Beach 

7 he 1957 convention of the Flo 
rida Lumber & Millwork Associa 
tion will be held in Daytona Beach. 


Palo Alto, Calif. 


The Lumber Merchants’ Associa 
tion of Northern California held 
its 16th annual convention in Palo 
Alto, A record crowd was reported, 
with attendance from as far dis 
tant as Bakersfield. Charles Shep 
ard was reelected president of the 
group; Hamilton Knott, vice-presi 
dent; I. E. Horton, treasurer, and 


REDUCE delivery costs 
SPEED UP deliveries 


ROLL-OFF \ 


Complete 
Bed: Shipped 
KD. Easy 
Assembly «& 


Mounting 
. 
Write, wire, phone for 
Cutalog and Prices 


The R=B Company 1 2 


‘ 1921 Guinotte, Kansas City 20, Mo. 


Unioad a Load 
er Half Load at a Time 


Jack F. Pomeroy, executive vice- 
president. 

sig hit of the convention was 
an open house arranged by seven 
association member firms who in- 
vited delegates to visit and inspect 
merchandising ideas, store expan- 
sion programs and promotion of 
specialties. The seven firms con- 
ducting the open house were Hills- 
dale Builders Supply, O’Neill Lum- 
ber Co., Merner Lumber Co., Cheim 
Lumber Co., Southern Lumber Co., 
Santa Cruz Lumber Co., and the 
Progress Lumber Co. 

A Hoo-Hoo Concat sponsored by 
Santa Clara Valley Hoo-Hoo Club 
No. 170 honored E. G. “Dave” 
Davis, Snark of the Universe, on 
the closing day of the meeting. 


John R. Kelsey Elected 
By Young Presidents 


John R. Kelsey, president of 
Kelsey & Freeman Lumber Co., 
Toledo, Ohio, has been elected to 
membership in the Young Presi- 
dents’ organization. The organiza- 
tion now has nearly 1,000 mem- 
bers, all men who became top exec- 
utives of their companies before 
reaching the age of 39. Their firms 
must gross more than $1 million a 
year. 


ae SELL J. NEILS 
PENTA TREATED 
POLES AND POSTS 


for Enduring Farm Construction 


RICHARD L. SWIG (left) of The Fair 
mont Hotel, headquarters for the 65th 
Annual Convention of Hoo Hoo in San 
Francisco, Sept. 16-19, chuckles at a 
story by Dave Davis, Snark of the 
Universe. 


Hoo-Hoo to Meet in 
‘Frisco in September 


Hoo-Hoo everywhere are mak- 
ing plans to attend the 65th Inter- 
national Concatenated Order of 
Hoo-Hoo Convention to be held in 
the Hotel Fairmont, San Francis- 
co, Calif., Sept. 16-19. Reservations 
may be sent to Hugh Pessner, res- 
ervations chairman, 420 Market 


ae 





Treated pole frame construction is increas- 
ingly popular for all types of farm buildings 
because it lasts longer and costs less. 

J. Neils poles are straight, strong, with uni- 
form taper. They are selected from our own 
timberlands, and treated (penta or creosote) 
in our own plant. Mixed cars can include poles 
with treated or untreated lumber. Free plans 
and erection instructions are available. Write 
for infomation. 


J. Neils Lumber Company 








a 





‘See cere ee cee eee oe 


Circle No, 25 on Coupon, page 80. 


MILL AND TREATING PLANT AT LIBBY, MONTANA 


Circle No. 26 on Coupon, page 80. 
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St., San Francisco 11, before Au- 
gust 17. 

Host club for the event is the 
San Francisco Hoo-Hoo Club No. 
9. The informal opening and wel- 
come to early arrivals is set for 
Sunday, Sept. 16, and the Supreme 
Nine will meet that day. 

“An early review of preconven- 
tion reports already points to one 
of the largest and most successful 
annual conventions in Hoo-Hoo 
history,” reports Jack Pomeroy, 
chairman of the program commit- 
tee. 


Main Line Plant Will 
Move to Philadelphia 


The Main Line Lumber and Mill- 
work Co., Wayne, Penna., will move 
its precut home manufacturing 
plant and lumber storage facilities 
from Chester to Philadelphia some- 
time during 1956, according to 
Ralph K. Madway, executive vice- 
president. (See two-part article on 
“How This Pennsylvania Dealer 
Sells 2,000 Do-It-Yourself House 
Packages,” in the March 19 and 
April 16 issues of AL). 

The new plant location will be 
Pier 179, Front St., and Allegheny 
Ave., on a 130,680 square foot site. 
A new structure of some 10,000 
square feet in addition to the exist- 
ing 25,000 square foot shed and 
warehouse will be erected on the 
site. 


G. O. Thompson, Mankato division 
manager of Thompson Yards, an- 
nounces the purchase of the Leo La 
Van Lumber Co. yard at Zumbrota, 
Minn. Thempson Yards is expanding 
its services to the Zumbrota trade 
area with added facilities for its con- 
tractor and consumer customers. Im- 
portant added facilities are farm and 
home plan services; a drafting de- 
partment; modern pay - as - you - use 
credit terms and a complete tie-in with 
the OHI program for 1956. 


San Francisco Hoo-Hoo-Ette Club 
No. 3 members and their friends at 
tended a dinner meeting at which the 
mission branch of the Pacific Tele- 
phone & Telegraph Co. played host. 
Following a tour through the plant 
covering all phases of the modern oper- 
ation, president Lucy Lipe conducted 
a business meeting, which was prima- 
rily nomination of officers for the 
coming year. 


A new contract granting an aver- 
age 18¢ pay raise to 449 employes of 
San Francisco and San Mateo county 
lumber dealers has been negotiated 
with the AFL Lumber Clerks Local 
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2559. The two-year agreement equal- 
izes pay in the two counties, raising 
the hourly rate by 20'¢ in San Mateo 
county and 16%¢ in San Francisco 
county. Another 7'2¢ will be added to 
pay scales next May. New hourly 
wages are $2.34 for clerks; $2.20 for 
lumber handlers and machine opera- 
tors; $2.02 for mill helpers and $1.68 
for watchmen. 


Charles G. Cryer of Waco announces 
the sale of the Meridian Lumber Co., 
Meridian, Tex., to Orville W. Dutton, 
who has been manager of the com- 
pany. Dutton will operate the yard 
as a sole ownership ...A raging 
fire of unknown origin recently de- 
stroyed the Don Edwards Lumber Co., 


Alliance, Ohio, causing an estimated 
loss of $100,000, according to Don Ed 
wards, owner. 


C, Bruce Willson has been named 
manager of the newly acquired Ore 
gon City, Ore., yard of J. W. Copeland 
Yards. Copeland Yards bought the 
yard, as well as another yard at 
Molalla, Ore., from Walter Buse re 
cently. Both yards have been given the 
Copeland name. 


Badger Lumber Co., Inc,, Kansas 
City, Mo., is closing three of its five 
yards in the greater Kansas City area 
All types of equipment normally used 
in a lymberyard operation will be 
offered for sale 


on your next order 


QUALITY YOU CAN SEE 
Beautiful eye-catching matched 
grains and uniform texture that 
harmonize with any interior decor. 
Precision-graded to NOFMA 
Standards. 


QUALITY YOU CAN FEEL 
Properly seasoned and accurately 
milled to @ smoothness not ordi- 
narily found in the “run-of-the- 
mill flooring. Requires a minimum 
of sanding—saves labor and 
money. 


QUALITY THAT ENBURES 

Made from the finest of Oak 
from the Missouri Ozarks to with- 
stand many years of hard wear. 





es, try OZARK BRAND 
Oak Flooring on your next order 
Your customers will be 
delighted with its fine quality 
and unusual beauty. Like many 
of our accounts, you will enjoy 
repeat orders. Your order 
will be shipped promptly 
Flooring is carefully bundled 
for safe clean arrival, easy 


unloading and easy handling 


One order will convince you, 


Write, phone, or wire us collect for quotations and delivery on any of 
your oak flooring needs, 


The OZARK OAK FLOORING COMPANY 


BISMARCK, MISSOURI 


PHONE 115 


Circle No, 27 on Coupon, page 80. 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities .. . 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 
today. 


a 





CURTIS LUMBER COMPANY 


700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 


WALES LUMBER CO. 


OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Year 


HALLINAN LUMBER CO, 


628 5S. W. Harrison St. Portiond 1, Ore 
MANUFACTURERS DOUGLAS FIR 
Alweoter 9236 Teletype PD 457 


564 Market $. > 
Sen Francisco 4, Calif. . on 


VAN VALER LUMBER CO. 
Sectene 4, Wont. 
TWK SP 19 














Phone, TEmple 2743 





Circle No. 63 on Coupon, page 60 





THE LUMBER MARKET 


Weaker Market 
Reported at Seattle 


SEATTLE Financing difficul 
ties and fewer housing starts are 
given here as the principal cause 
of a weak market. Green fir dimen- 
sion has dropped $2, boards and 
shiplap are also down by the same 
figures, while a similar adjustment 
has taken place in dry hemlock 
dimension. Other forest products 
tend to weakness. An exception is 
logs, which are very firm. Floods 
have made booming of logs diffi- 
cult on the lower Columbia river. 
Plywood is in a better position, but 
warehouses all over the country 
are still filled. Buying is limited to 
emergency needs. Most upper 
items are steady, but here and 
there small surpluses appear. 

Dry hemlock is in very good 
supply and the price trend closely 
follows fir. Shingles are holding 
in price, but the lower grades are 
accumulating at the mills and in 
order to sell them the price of 
No. 1’s may have to be reduced. 
All the ordinary shingle markets 
are contributing to current busi- 
ness. Red cedar siding manufac- 
turers are issuing the same price 
lists, but many sales are made be- 
low list. 

Pines are steady for the most 
part, but some weaknesses are ap- 
parent. Some of the pine area has 
been plagued by floods while the 
Puget Sound section has had a rec- 
ord dry spell in April and May. En- 
gelmann spruce is enjoying a good 
demand with large stocks of air- 
dried lumber available. Lots of 
Canadian spruce is selling in the 
U.S. market 


Plywood Pileup, 
Dry Spell at Tacoma 


TACOMA The shaky plywood 
market and a protracted spell of dry 
weather, that is seriously affecting 
log production, are the principal 
problems currently affecting the 
lumber industry. The general quo- 
tation on one-quarter-inch, key 
grade Douglas fir plywood is down 
to $76 a thousand as against a pre- 
vious price of $80. This is the third 
straight reduction on sanded grades 
during May and brings prices to 
the lowest level since March of 1954. 

A number of explanations are be- 
ing offered, but most dealers are in- 
clined to blame tight credit for home 
building as the main reason. Despite 
production restrictions, plywood 
stocks are piling up and many ware 
houses are filled to capacity. Some 
manufacturers have resorted to 
shortened work weeks in an ef- 
fort to control production. Com 
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pany spokesmen are unwilling to 
comment, but the situation admit- 
tedly is serious. 

Woods operations in most areas 
have been banned between noon and 
midnight because of dry weather 
and Hoot Owl shifts generally are 
in effect. Forecasters say that the 
situation is the most hazardous 
that has prevailed in the past five 
years. In addition to dry weather, 
there is an absence of green for- 
est vegetation because of last No 
vember’s killing cold spell. 

There has not been too much ac- 
tivity recently in sale of public- 
owned timber. However officials of 
the Olympic National Forest have 
announced a sale of approximately 
79,000 feet of salvage timber, most- 
ly Douglas fir, for June 25. 


Still Lower Prices 
Anticipated by Dealers 


KANSAS CITY Despite rains 
and difficulty encountered by mills 
in the southwest in getting into the 
forests, the production of yellow 
pine continued to exceed orders. A 
disappointing volume of business 
has been received by the major op- 
erators in the district in recent 
weeks. For the first time in weeks, 
price declines were posted in the 
board market, with common lumber 
reduced from $1 to $2 a thousand 
board feet. 

In view of the slackening busi- 
ness, observers thought that the 
price drop would be considerably 
greater than the amount taken 
place, especially in light of the 
weakness in plywood and fir quota- 
tions on the west coast. But mills 
are vigorously resisting the decline 
and many are refusing orders rath- 
er than take the lower quotation 
that some competitors are accept 
ing. 

While mills are standing pat for 
the most part, retailers are equally 
determined to wait and are not or- 
dering. New construction, especial- 
ly in the residential field, is down 
and retailers see no reason to buy 
ahead for the seasonal demand that 
will arrive in a few weeks. 

The farm market has slowed 
down as farmers are busy harvest- 
ing the wheat crop and they will not 
be interested in building materials 
until the fall. Box factories are not 
buying much, either. 

Mills report that dimension and 
finish lumber prices are holding 
steady. No. 2, 1 x 6 kiln-dried 
boards generally brought $85, with 
air-dried selling at $82 to $83. On 
the 8” sizes, the kiln-dried boards 
were bringing $88 generally, while 
air-dried stock commanded $84 to 
$85 (continued on page 65) 
LL.UMBERMAN AND 
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the most versatile 


JOIST HANGERS 


ever developed — 


Teco Iripl Grip Framing Anchors 


ELIMINATE heavy strap hangers, 
notching, shimming, toenailing. 


One size fits joists from 2” x4” to 2” x12” Miss Weldwood Hardboard for June 
STOCK ONE SIZE ONLY! 


Norma Kent, of the Nicolai Neppach Company, Portland, Oregon 


Write today for DEALER ARRANGEMENT is our Miss Weldwood Hardboard this month, Norma's smile tells 
you she enjoys life-—golfing, boating or working. And that catalog 
TIM BER ENGINEERING COM PA NY she holds will tell you all about the 276 types and sizes of Weldwood 
Hardboard, For your copy of the WELDWOOD HARDBOARD 
Dept. 56-A CATALOG, ask your local Weldwood representative, or write 
1319 18th Street, N.W., Washington 6, D. C. United States Plywood Corporation 55 W.44 St., New York 36, N.¥ 
Cirele No. 28 on Coupon, page 80. Circle No. 29 on Coupon, page 80. 








Re-glaze your own windows with 
YOU CAN’T BEAT 


THE DIAMOND CLIPPER ALLIANCE! 


; : Now manufacturing a complete 
For the first time, a tool is offered the home owner for easily line of aluminum and steel track 
” 4 CENTRALLY LOCATED 


driving glaziers points into a wood sash The tool is attractively = oe cones to wo your 1O SERVICE THE ) 
bubble-packed in a colorful display. The Diamond Clipper re SHENG Goer Ore GREAT UNITED STATES 


toils for 98¢. Reloads are also profitable to sell Write, Catalog Available ——— 
AGENTS 


THE FLETCHER-TERRY COMPANY =| W/E uc 


826 SOUTH ST. bd FORESTVILLE, CONN. 13852 KEAL e DETROIT 27, MICH AVANABLE 








Circle No. 30 on Coupon, page 80. Circle No, 31 on Coupon, page 80, 
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For Better 
Control Joints 








Pat, Pending 


RUBBER EXTRUSION 26 


No Cutting or Sawing é: 
No Need fer Special ; “4 


Blecks 

Use with Any Stondard 
Metal Sash Block 

No Building Paper or 


BLOK-JOINT’S “crose-shaped” rubber extrusion 
design simplifies construction of masonry wall 
control joints. Use BLOK-JOINT with any stand- 
ard metal sash block! 

“100 Year Life’ rubber assures maximum ef- 
fectiveness for the lifetime of the building 
BLOK-JOINT forms a secure interlock, actually 
adds stability to the wall, 

Use BLOK-JOINT for all types of masonry wall 
construction!—Block walls, brick veneer over 
blocks, cavity walls and many other types! 
Simplicity, Versatility and maximum effective- 
ness are yours with Carter-Waters BLOK-JOINT. 


NOW! See For Yourself how BLOK-JOINT 
fits masonry wall constructionl 


Write Teday for FREE sample! 
Use this coupon. 


Carter-Waters Corporation 
2440 Pennwoy C Kansas City 6, Mo. 
Please send me a FREE sample and specifi- 
cations on the new Carter-Waters BLOK- 
JOINT 
Name 


Address 
City State 


he 


2440 Pennway 








257° 
Circle No. 64 on Coupon. page 80. 
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Lumber Prices at Press-Time 


The following index is intended merely as « check on buying practices. It is « compilation 
ond average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in oe market trends and es « 


check on purchases made approximately ten days before receipt 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr C D 
x4 10.00 169.00 105,00 
Fiat Grain Flooring 
\x4 45.00 
ixb 165.00 


140.00 
160.00 


00.00 
20.00 


Drop Siding 


x6 (Pat 
Ine (Pat 


60.00 
60.00 


55.00 
155.00 


106 
ils 
Ceiling 

x4 125.00 

1x4 115.00 
Boards and Shiplap and 2'' (Green) 

xb x8 
67.00 68.00 
62.0 66.00 
55.00 57.00 


20.00 
110.00 


Constructior 
‘ 
vfandard 


Utility 
Construction Dimension 
12 14 
2x 4 61.00 81.00 
2x b 80.00 83.00 
2x 8 84.00 83.00 
2x10 85.00 85.00 
2x12 81.00 81.00 
Standard Dimension 
2x 4 76.00 
2x 6 75.00 
2x 8 79.00 
2x10 80.00 
2x12 76,00 


76.00 
78.00 
78,00 
80.00 
76.00 


Utility Dimension r/i only 
2x 4 
2x 6 


(Add $8-$!0.00 for 


RED CEDAR SHINGLES 


Royals 
No. | 24" 4/2 
No, 2 24" 4/2 
No. 3 - 4/72 

Perfections 
No, ! 
No. 2 
No, 3 

KKKXKX 
No, | 


No. 2 
No, 3 


5/24 12,75-13.25 
7.00 


4.00- 4.15 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed cars, new 
bundling 5‘ to 15’ are 
Beveled Siding, '/, inch 


by 4 inct 
by § 
by 6 ' 
7 by 8 
Clear Bungalow Siding, % inch 
Me h 7% OO 
75.00 
Z 225.00 
Finish, 8 and Btr. $2 or 45, 
6’ to 16’ or Rough 
lx 8 
x10 
x12 
Ceiling or Flooring, 8 and Btr 
3} to 16° or Longer 
100.00 
Ss 00 


3 35.00 25. 

4 145 145.00 

Discount on mouldings 6' to 20’ odd lengths 
Series 6,000 

Listing under 2.00-—list plus 3 

Listing 2.00 and ov st 40° 


ar f plus 
Clear Lattice 5/14 x 1%"'—4' to |8 
00 lin. ff 


June a; 


the magazine. 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 


and 
4/4 RW 6/4 RW 8/4 RW 
275.00 290.00 300.00 
235.00 245.00 255.00 
Shop, $25: : 
No. ! 


6/4 .... 142.00 
144,00 


No.2 
110.00 
114,00 


Commons, $2 or 45 

B&Btr. 
110,00 
118.00 


Ix 8 RL 

ix!2 RL 
Idaho White Pine 
Selects $2 or 45 


C&Btr. RL 
Soe 
Commons, $2 or 45 


1x4 1x6 
275.00 310.00 
255.00 265.00 


No. | 
ix 6 160.00 
1x12 190.00 


Sugar Pine 
Selects $2 or 4S 


C&Btr, RL 
D RL 


5/4 
310.00 
265.00 


310.00 
265.00 


Shop, $25: 
No. | 


5/4 152.00 
6/4 .. 152.00 


No. 2 
122.00 
122.00 


OAK FLOORING 


M2, Ul), he 

White 212.00 178.00 93.00 

Red 218.00 85.00 93.00 
Sel Plain 


White 200.00 183.00 
Red 183.00 


2! Com. 
White 00 173.00 158.00 
Red 3 173.00 58.0. 
#2 Com 
Pin White & Red. 83.00 
2! Com. & Btr 
Shorts 
Yq 


Clear Plain 


Vox i Wy 
78.00 
178.00 


168.00 
168.00 


100.00 


SOUTHERN PINE 

Vertical Grain Flooring 

B&Btr. 

tx4 230,00 

Fiat Grain Flooring 

eee 160.00 

TD oe 165.00 
Drop Siding 
ine $2106 
ixé #I'6 


Boards & Shiplap 
\xb 

No. | (D grade) 120.00 
Pt Bicve . 89.00 
No. 3 78.00 
No. | Dimension (Dense) 
12’ 14° 

2x 4 98.00 
2x 6 100.00 
2x 8 99.00 
2x10 110.00 
2x12 130.00 
No. 2 Dimension (Den 

95.00 


85322 
~ 88888 
SSSSRy 


S882? 88888 888e8 


SBSEReE 
8888s 
3% BsSSs 


No, 3R/L Only 
2 4 ° 
2 6 
2 8 


2x10 
2«!2 


~~~ 
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REDWOOD 
Bevel Siding 


ax 4 V.G, Clear All Heart 
ax 6 V.G. Clear All Heart 
y G. Clear All Heart 
G. Clear All Heart 
G. Clear All Heart 
G. Clear All Heart 
SG. 
G. 
SG. 
G. 


— 
~ 


S888eseees 


‘G. Clear All Heart 
Clear All Heart 


Clear All Heart 
Clear All Heart... 


SEARRER 


<<<<<<<< 
8 


N 
w 
o 


Siding $5.00 less 


6 
6 
8 
0 
6 
8 
0 
2 


€ 


Note: A grade V.G. Redwoo 
for 'A, % and % in above sizes. 


Finish 


Ix 4 Clear Heart S45 
'x 6 Clear Heart S4S 
Ix 8 Clear Heart $45 
1x!0 Clear Heart $45 
1x!2 Clear Heart $45 


SESE 
8828 


WESTERN HEMLOCK 
Vertical Grain Flooring 
B&Btr. Cc 
x4 150.00 145.00 


Flat Grain Flooring 
1x4 130.00 
x6 135.00 
Drop Siding 
ix6 (Pat 
ixe (Pat 


#1! 06) 130.00 


lib) 
Ceiling 


Send 110.00 
x4 115.00 


Boards and Shiplap and 2" (Dry) 
: 1x6 1x8 
Construction 74,00 76.00 
Standard 67.00 69.00 
Utility 60.00 62.00 


Construction Dimension 
2 4 4 

4 82.00 82.00 82.00 
6 82.00 82.00 82.00 

x 8 82.00 82.00 82.00 
0 82.00 82.00 82.00 
2 82.00 82.00 82.00 


Standard Dimension 
77.00 7.00 
0 77 Oo 
77.00 76.00 
76.00 76.00 
74.00 74.00 


Utility Dimension r/I only 


ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 B 1x10 
No. 2Btr. om 104.00 
No. 3Btr. ; 86.00 


No. | Dimension 
14° F 18" 
80.00 80.00 
18.00 81.00 
84.00 82.00 
83.00 81.00 
82.00 f 84.00 
No. 2 Dimension 
12° if 4 ie’ F 
2x 4 74.00 74.00 74 to 74.00 
2x 6 72.00 72.00 7200 74.00 
2x 8 78.00 78.00 76.00 76.00 
2x10 75.00 77.00 75.00 75.00 
212 76.00 76.00 72.00 78.00 
Milis are now grading boards Ne. 2 and 3 com 
ay - do not grade out No. 3 dimension 
as In fir. 
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Prices Start Down 
In Northern California 


SAN FRANCISCO The lum 
ber market is once again booming 
along in northern California, at the 
same merry pace that had the indus 
try gleeful prior to winter floods and 
storms that caused momentary un- 
happiness. 

Orders remain high, but 
in green dimension and boards in 
Douglas fir have started on the 
downward trend, with studs sell- 
ing at $63 and slightly higher 
where mill resistance is strongest. 

Although California building con 
tinues to boom despite possibilities 
of strikes by both plumbers and car 
penters, the demand for boards has 
dropped and prices of 1x6 and 1x7 
construction grade have slipped to 
between $65 and $70 

California redwood producers are 
depending now on orders from the 
eastern markets and report a defi 
nite slowing down on orders from 
west coast areas. Industry spokes 
men credit lack of mortgage money, 
with the resulting uncertainty on 
the part of builders 


prices 


Market Declines 
In Baltimore Area 


BALTIMORE There has been 
a serious decline in both the fir and 
southern pine market here within 
the past two weeks and dealers re 
port prices and demand off sharply 
to what they were. Local wholesal 
ers contend that the markets in both 
of these lumbers are very weak and 
in critical condition. No reasons 
could be advanced for this sudden 
change of events, although some 
yard owners placed the blame on the 
tightening of government credit re 
strictions. 

Pricewise, transit cars of fir in 
the No. 1 Common with up to 25% 
of No. 2 (Construction grades) is 
being purchased as follows: 2 x 4 x 
8 as low as $103 M; 2 x 6s at $113.75 
to $117.75; 2 x 8s at $118.75; 2 x 
10s at $119.25. Hemlock prices are 
about $10 per M less; and dry white 
fir in the 2 x 4s and 2 x 6s brings 
from $104.25 per M to $106.25 per 
M 





Correction 


The article, “There's Gold in 
Your Operating Statement,” on 
page 54 of the June 11th issue 
stated that “a decline in gross 
profit from 25% to 24% will 
produce a loss of $6,600.” This 
sentence should have read, “a 
decline in gress profit from 25% 
to 24% will produce a net profit 
of $4,800.” 

















f. " 
For Better Reinforcing 
With “Deep- Grip” Swedging 








MASONRY WALL REINFORCING 


@ Exclusive Deforming Provides 
Large, Well Defined “Squared 
Edges 

@ Provides “Sure Lock” Between 
Reinforcing and Mortar 

@ Requires No More Area in the 
Joint Than Superficial Deforming 

@As Easy to Handle as Other 
Types 


LY 
You can see at a glance the extra “grip- 
BLOK-MESH. The 


horizontal and vertical surfaces provide a sure 


ability” of Carter-Woters 


lock even under lateral pressure and shrinkage 


BLOK-MESH Minimizes Cracking above lintels, 
below sills, at corners. 


BLOK-MESH Is Beat to tie brick 


blocks, for cavity wall construction, double 


to back-up 


walls, ordinary block wall construction, 


Remember, BLOK-MESH by Carter-Waters js 
the only masonry wall reinforcing with the 


“deep-grip”, positive anchor swedging 


SEE The Big Difference In Sweet's File or. 


Write Today for your FREE illustrated brochure 
on the New Carter-Waters Blok-Mesh! Use This 
Coupon. 


‘ Carter-Waters Corporation 
2440 Pennway C Kansas City 8, Mo 
Please send me FREE brochure and specifi 
cations on new Carter-Waters BLOK.MESH 
Nome 


Address 


City State 


2440 Pennway Phone GRand 1.2570 


Circle No. 65 on Coupon, page 60 
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Balsam-Wool Insulation 


New Balsam-Wool insulation with 
reflective liners is said to reduce heat 
transmission three ways; by conduc 
tion, convection and radiation, thus 
permitting the use of smaller air 
conditioners and lower operating costs. 
Balsam-Wool also gives maximum in 
sulation protection in cold weather. 
Available in both standard and double 
thicknesses in 16” and 24” widths 
Wood Conversion Co., Dept. 419-AL, 
First National Bank Bldg., St. Paul 
1, Minn. 


Cirele Ne, 201 on Coupon, page 80 


Folding Walls and Doors 


BemisWall is a new, low-cost re 
tractable wall that offers great space 
flexibility. Made in a wide range of 
heights and lengths, its folded length 
is approximately 1/10 of open length. 
Cost is low enough that very large 
areas can now have folding walls. Of 
heavy premium grade jute fabric, im 
pregnated and heavily coated, the cur 
tain is suspended on. silent-running 
rollers in a rigid steel track. Bemis 
Bro. Bag Co., Dept, AL, 325 27th Ave 
N. E., Minneapolis, Minn 


Civele Ne, 202 on Coupon, page 80 


Color-Accent Backgrounds 


New, easy-to-apply backgrounds for 
its recently introduced open back es 
cutcheon designs are announced, Called 
Color-Accent Backgrounds, the inno 
vation is a self-adhesive, plastic cut 
wut, exactly ized for application 
behind either the rectangular Manhat 
tan escutcheon or the circular Con 
tinental escutcheon. Color-Aecent Bac 
grounds for both are available in 10 
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attractive colors or patterns. Schlage 
Bayshore 


Fock Co., Dept. AL, 2201 
Bivd., San Francisco, Calif 
Circle No. 203 on Coupon, page 80 
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Prefabricated Fences 


If you can dig a hole, you can in- 
stall the Beauticraft post and rail 
fence, says the manufacturer. It is 
recommended for the home, estates 
and farms and is available in chestnut, 
locust and cedar in 2, 3 and 4-rail 
styles. Also offered are other fences, 
from decorative colonial picket to use- 
ful louvered and woven wood fences 
Arnold-Dain Corp., Dept. AL, Box 14, 
Mahopac, N. Y. 


Cirele Ne, 204 on Coupon, page 60 


Condiment Nook 


A compact spice drawer, which 
quickly attaches underneath Kitchen 
Maid wall cabinets, puils out smoothly 
on a metal track and lowers into posi 
tion for easy reach, easy see, is an- 
nounced, Called the Condiment Nook, 
it holds a full dozen standard spice 
containers, with room left over for 
other small cartoned items. Kitchen 
Maid Corp., Dept. AL, Andrews, Ind 


Cirele No. 205 on Coupon, page 80 
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Bilt-Well Companion Doors 


Bilt-Well’s front entrance door com 
bination consists of the new, very mod 
ern, 3-lite Prom-o-dor and a matching 
3-lite screen or storm door, called the 
Com-o-dor. The three lites of glass in 
the Prom-o-dor are bedded in putty 
and fastened with wood stops, The 
Com-o-dor has permanently § wired 
screen cloth and with glass storm 
panels, decorative aluminum scroll 
sections and the new modern louver 
panels offered as accessories. Both 
doors are made of solid, clear, kiln- 
dried ponderosa pine. Carr, Adams & 
Collier Co., Dept. AL, Dubuque, lowa. 
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M&H Texture Paint 


M&H Laboratories announces a 
new, ready-to-use texture paint, which 
will reduce stock to basic white. Using 
only the basic white, a practically un 
limited number of colors may be 
tinted, using the dealer’s own tinting 
system or one supplied by the com 
pany, it is said. M&H texture paint 
works equally well with universal or 
fast dispersing oil types and colors 
are perfectly uniform, reports the 
manufacturer. M&H Laboratories, 
Dept. AL, 2705 Archer Ave., Chicago 
B; tl. 


Cirele Ne. 207 on Coupon, page 80 


Weed Control Chemical 


An industrial weed control chemical 
called Nalco H-174 is now available 
The dry granular material kills all 
vegetation and is recommended for 
use wherever weeds, brush or grasses 
create a fire or safety hazard or an 
unsightly appearance, it is said. 
Shipped and used dry, Naleo H-174 
is applied at a dosage of 300-400 
pounds per acre and may be applied 
at any time during the year. National 
Aluminate Corp., Dept. B-AL, West 
66th Place, Chicago 38, Ill. 

Cirele No, 208 on Coupon, page 80 
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Screen House 


A new screened house features all- 
aluminum construction, vinyl-coated, 
rip and weather resistant canvas top 
with scalloped edges. Sliding all-alumi- 
num door glides easily on nylon cast- 
ers. An ideal summer retreat, the 
screen house is available in portable 
units for camping or fishing trips. 
Other models can be attached to home. 
Arnold-Dain Corp., Dept. AL, Maho- 
pac, N. Y. 


Cirele No, 209 on Coupon, page 80. 


Adjustable Awning 


Perfect fit for any size window is 
said to be easy with the new Wepco 
adjustable aluminum awning. A pat- 
ented adjustment feature enables any- 
one to slide the awning in or out, 
quickly and easily, to fit any window, 
it is claimed. Designed for maximum 
ventilation and minimum _ glare. 
Matching aluminum door canopy is 
also available. The Weather-Proof 
Co., Dept. AL, 1407 E. 40th St., Cleve- 
land 3, Ohio. 


Cirele No. 210 on Coupon, page 80. 


Push-Pull Latch Set 


The new Chesler screen and storm 
door latch set is smartly designed in 
brass or satin aluminum finish. Named 
the Contemporary, it is factory pre- 
assembled for fast installation. Re- 
quires just the boring of a single one- 
inch hole and is self-adjusting for 
standard door thicknesses, it is said. 
J. Chesler & Sons, Inc., Dept. AL-32, 
Brooklyn 37, N. Y. 


Cirele Ne. 211 on Coupon, page 80. 
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Bathroom Accessories 


A new York line of chrome bath- 
room accessories, in a special pack- 
aged set, is designed for the iow-cost 
housing trade. Sturdily packaged, the 


(continued on page 70) 
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SEVIER Tools 
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How to sell 9oeaw-Hace.— 
the tool everybody wants 


This is the new one! A compact merchandiser for Screw-Mate 
countersinks, counterbores and plug cutters, The bright plastic 
rack displays 10 popular sizes of No. 1525 Countersinks; 
5 sizes of No. 1524 Counterbores; and 1 No. 1523 %” Plug 
Cutter. Drawers are divided into labelled compartments for 
selling stock. The free display case (a $7.00 value) takes only 
91% x 12 inches counter space. Everything adds up to easy 
selling of wanted tools. Get No. 1525M for those impulse sales. 


t | on own 
LPO Scene 
' ‘4 | 


/ sabe 
/ 
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Screw-Mate Set No. 1525A Screw-Mate Set No. 15258 
$5 most popular No, 1525 5 most popular No, 1525 
Screw-Mates in how-to-use, Screw-Mates in free alumi- 
“tell and sell” package. num stand for work bench. 
$3.69 retail. $3.69 retail. 


STANLEY 
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Over 500 personal 
in your sales 


INSULITE 


sells easy...sells fast...stays sold 











Construction mud on the shoes is all part of real 
down-to-earth selling—the kind your Insulite 
salesman does among your local builders. Last 
year, each Insulite man averaged 521 builder calls. 
That’s better than 43 calls a month. Mostly right 
out on the job site, too—where a builder really 
watches his costs and profits. Can you think of 
any better place to tell a product story? 


INS ULITE, Made of hardy Northern wood 


Ineulite Division of Minnesota and O 


ery ‘ ie ike? 
aie at nee 
Bm ” 


a 


This, we think, is your kind of selling. It give: 
your builder facts, news, ideas and tips on how to 
use Insulite products. It’s selling backed by 96 
pages of advertising during the year in the top 
magazines the builder reads. And by 6 mailings a 
year to 8 out of 10 best builders in your town. 

Want to meet pre-sold buyers? Talk to your 
builders about Insulite! 


ario Paper Company, Minneapolis 2, Ming 








5 
bi 


oa 2s 





SCOUPON TODAY! 


/ 





70 





INCORPORATED 1921 
ABERDEEN, WASHINGTON 











Menufacturers and Distributors of 


WEST COAST WOODS 


Douglas Fir, Hemlock, Cedar, 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbors 
is geared to provide fost, 
experienced and complete 
information regarding place- 
ment of your order. 


BRANCH OFFICES 


CALIFORNIA 
Eureka 
Menlo Park 
Los Angeles 


oe 
“a = 
Pl 


™ 
MAIL THIS >. 


TWIN HARBORS LUMBER COMPANY 
ABERDEEN, WASHINGTON 


i'd like proof of your quality and serv- 
ice. Send name, address of my nearest 
Twin Horbors wholesaler er salesman. 


2 en neon tenia rath cagee 


2 beeps ees ae no 
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NEW PRODUCTS 
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five-piece set contains an 18” and 24” 
square towel bars, paper holder with 
telescoping wooden roll, toothbrush 
and tumbler holder combination, and 
soap dish. All pieces are finished in 
special triple-plate called Gerity Life- 
time Chrome, The set features out- 
of-sight mounting screw Gerity 
Michigan Corp., Dept. AL, Adrian, 
Mich. 
Civele 


No. 212 on Coupon, page 80 























Webb Louver 


Webb Manufacturing Co. announces 


a new 24” round louver as an addi 
tion to its line of round units. The 
new louver is round on the inside 


backed by a screen. Webb Mfg. Co., 

Dept. AL, 211 E. Main Rd., Conneaut, 

Ohio 
Cirele 


No. 213 on Coupon, page 80, 
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Sliding Glass DorWal 


DorWal is designed to bring a high 
quality aluminum sliding glass door 
within reach of everyone and offer 
maximum efficiency, visibility, weath- 
ering and simplicity of operation, re 
ports the manufacturer, Key points 
include: Weathertight corners, double 
weathering protection with Schlegal 
cloth weatherstripping on inside and 
outside surfaces, automatic locking 


latch. Available in a complete range 
of sizes. Acorn Aluminum Products 
Co., Dept. AL, 6185 Vermont Ave., De- 


troit 8, Mich, 
Cirele No, 214 on Coupen, page 80. 
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Aura-Lite Awnings 


A new aluminum and fiberglass 
ventilated awning, Aura-Lite, is ad 
justable to three positions. One po- 


sition is for storm or burglar pro- 
tection while another is the winter po 


sition. In the summer position, the 
aluminum angle bars are placed in 
the lowest position, permitting wind 
and air to flow into the home, but 


keeping the heat of the sun out. The 
combination aluminum and fiberglass 
awnings are available in a complete 
range of sizes and colors. Aura-Lite 
Co., Dept. AL, 505 N. Ervay St., Dal- 
las, Texas. 


No. 215 on Coupon, page 80 





Terra-Tone Flooring 


Called Terra-Tone, a new high fash- 
ion line of vinyl flooring is manufac- 
tured in .080 gauge in both 9” x 9” 


tile and 45” wide roll goods. There 
are nine colors in the new random 
patterned series. This new carefully 


casual design is the result of the in- 
tegration of color flecks within a 
basic color background. Goodyear Tire 
and Rubher Co., Dept. AL, 1144 E. 
Market St., Akron 16, Ohio. 

No 
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Calking Kit 


A handyman’s calking kit is packed 
with a new, improved heavy-duty 
calking gun and a high quality calk- 
ing cartridge. One side of the kit gives 
full information on proper calking 
practices. The unit was expressly de 
signed for easy counter display. Seal 
Rite Caulking Co., Inc., Dept. AL, 269 
Green St., Brooklyn 22, N. Y. 

Cirele Ne. 217 om Coupon, page 80. 
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Pionite Plastic Laminates 


The trend to high-style colors is reflected in both 
decorative patterns and woodgrains. Special em- 
phasis is given to woodgrains in pink, turquoise and 
charcoal. Pioneer is stressing production of wood- 
grains perfectly matched to the most popular wood 
finishes. Latest to be added to the Pionite line is 
mocha walnut. One of Pionite’s outstanding successes 
in plastic laminates is its line of vein marble. White 
marble is featured with both black and pink veining. 
Pioneer Plastics Corp., Dept. AL, 28 Goodhue St., 
Salem, Mass. 

Cirele No. 218 on Coupon, page 80. 


Bathroom Accessory 


A new combination bathroom accessory has been 
added to the Miami-Carey line. Called the Turnette, 
it is a one-piece unit containing a soap dish, tumbler 
and four toothbrush holders. These are mounted on 
a brass chromium-plated panel that revolves into 
its recessed housing with the flick of a finger. The 
back then becomes the front and is also beautifully 
finished in chromium. Miami Cabinet Div., The 
Philip Carey Mfg. Co., Dept. AL, Cincinnati 15, 
Ohio. 

Cirele No. 219 on Counon, page 80. 


Folding Closet Door 


Made of reinforced, sound-deadened, hinged, steel 
panels, Steelcraft’s new folding closet door eliminates 
bottom track. A small center plate holds the door in 
a rigid closed position. Silent, finger-tip glide action 
is made possible by free pivoting within nylon bush- 
ings. Doors fold back into full position at 110°. Units 
are cartoned individually with all hardware, fasten- 
ings and easy-to-read installation instructions. The 
Steelcraft Mfg. Co., Dept. AL, 9017 Blue Ash Rd., 
Rossmoyne, Ohio. 

Cirele No. 220 on Coupon, page 80, 


O'Brien Paints 
The O’Brien Corp. has completely revised the colors 
of its “75” exterior house paint line in both the 
gloss and eggshell finish, it is announced, Each 
“75” line now has 12 standard ready-to-use colors. 
In addition, the gloss has 14 mixtures that are made 
by adding Tone-All colors in tubes according to 
specifications. The eggshell line has 24 mixtures 
made the same way. The result is a total of 62 colors 
in both lines. The O’Brien Corp., Dept. AL, Johnson 
& Western Ave., South Bend 21, Ind. 
Cirele No. 221 on Coupon, page 80. 
(continued on next page) 














What's Your Answer? 
(For the answers, see page 77.) 


What two kinds of light fixtures are put to good 
use in the new, ultra-modern Holt Lumber Com- 
pany showroom? 

How did a Covington, Tenn., dealer increase his 
paint sales 129% in six months? 

What item does the Butler Brothers Lumber 
Company's four yards in Manhattan consider as 
a perfect do-it-yourself product? 

Name the manufacturer who claims his product 
is now America’s largest selling residential lock- 
set, 

What is the cost of American Lumberman’s new, 
up-to-date listing of 130 movies now available 
to building materials dealers? 

Name the city in which Miss Weldwood Hard- 
board for June makes her home? 

How did a Bayside, N. Y., dealer spur house 
paint sales? 

What manufacturer is offering full details on 
how to increase over-the-counter business with 
Matico Deluxe Plastic Wall Tile? 

How much can homeowners in one New York 
state area now borrow at 5%, with nothing down 
and 36 months to pay, by making use of the 
Home Fixit Financing plan? 

What company advertises “Kiln-dried lumber 
sheathing for better construction with true 
economy?” 
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 6REASONS 
why Dealers 
Stock Dur-O-wal 


° Architects specify Dur-O-wel Dur-O-wal: 

uilders demand Dur-O-wel. ; 

Dealer SALES on Dur-O-wol © is called for by nome 

reach new highs with every sea- 

son, CUSTOMER SATISFACTION © specified by 

couldn't be better! Yes, proved Architects 

performance and economy in 

masonry walls the country over ‘s aon engineered 

ore the reasons why Dur-O-wel product 

is @ fast turn-over, big soles 

volume item for you 
Stock Dur-O-wel now! 


has fast turnover 


is easy to handle 


EASY 
TO STOCK, STORE 
TO USE AND 


TO SELL 


Trussed Design 
Butt Weld © Deformed Rods 


Dun-O-wal 


Write Dept. 6C today for complete informa- 
tion, specifications, prices and the name 
of the Dur-O-walL distributor nearest you. 








Dur -O wol Div., Cedor Rapids Block Co, CEDAR RAPIDE, 1A. Ow O wal Prod, 
Inc , Box 628, SYRACUSE, NLY, Dur O wal of 119 N River S:, AURORA, A 
Inc, Box 5446, BIRMINGHAM, ALA. Dvr O wet 

ne, 4500 E. Lormbord St, BALTIMORE, MD. Dur O wal Div., Frontier Mig 

Box 497, PHOENIX, ARIZ, Our O wal, Inc, 165 Utoh St, TOMO, OnIO 
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Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here’s a display fixture which 
revolves, and may be used with or 
without fins to give up to 192 sq. 
ft. of display area in just 32” di- 
ameter of floor space! 

A basic six-sided pylon unit 96" 
high, 16” wide and 32” deep you 
can use alone or in series as a sta- 
tionary unit, for open beam ceil- 
ing, floor-to-ceiling, and wall in- 
stallation; or mounted on casters 
to move anywhere in the show- 
room, 

estimated price if bought at re- 
tail: $200.00 plus shipping. 

By building it yourself, you can 
save more than $110.00. Complete 
plans, working blueprints, step-by- 
step materials and 
materials source list and details on 
modifications, only $8.75, Obtain- 
uble by return mail from American 
Lumberman, Fill-in and post cou- 


instructions, 


pon today 


American Lumberman Dealer Service Dept 
198 NM. Clark Bt., Chicage 2, Minols 


Piease send me pestpaid the three biveprints and com- 
plete instructions for the retail lumber dealer pylon un 
display fixture. | am enclosing $8.75. (Please send chec 
or meney order.) 

Name 

Cempany 


City 
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Medicine Cabinet 


The Toperaft Royalle medicine 
cabinet is the newest creation in the 
loperaft line, which includes bath 
vanities and sink tops. Toperaft medi- 
cine cabinets are Formica inside and 
out. The frame is fully formed For- 
mica—-one continuous smooth surface. 
The shelves are Formica and adjust 
able, %” thick. Cabinets are available 
in a wide range of decorator colors 
Toperaft, Dept. AL, 4207 Menlo Drive, 
Baltimore 15, Md 

Cirele No. 222 on Coupon, page 80 
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True Course Guide 


Revolutionary feature called the 
“True Course Guide” is exclusive in 
new Cummins Maxaw 7800, reports 
the manufacturer. The True Course 
Guide, located behind the cutting 
blade, helps guide the saw through 
the cut, keeps the saw moving straight 
and also holds the cut open to pre 
vent any pinching or binding, it is 
said. Claimed to be the only 7%” saw 
with an 8” cutting capacity, the 
heavy-duty Maxaw 7200 cuts a full 
2%” at 45°, 2%” at 90 John Oster 
Mfg. Co., Dept. AL, 5055 N, Lydell 
Ave., Milwaukee 17, Wis. 


Cirele No, 225 on Coupon, page 80 


Sliding Door Hardware 


A new Har-Vey sliding door hard 
ware series (707) that fits both 4%” 
and 1%” doors is announced. The new 
packaged series is said to be lower 
in cost, yet maintains the same fea- 


t ane 


tures for which the line has become 
known. These include aluminum V 
grooved track, self-lubricating oilite 
bearings and lifetime nylon rollers 
American Screen Products Co., Dent 
AL, 807 N. W. 20th St., Miami 37, Fla 


Cirele Ne. 224 on Coupon, page 80 


Kitchen Ventilators 


A new Fasco Builders Special Line 
of kitchen ventilators is available. The 
outside doors are the positive-action 
type and cushion sealed for airtight 
ness. The line offers a selection of 
four models: Model 950 for walls 4” 
to 8” thick and Model 951 for walls 
8” to 15” thick. Both are pull-chain 
operated. While Model 952 for walls 
4” to 8” and Model 953 for walls from 
8” to 15” thick are both wall-switch 
actuated, Fasco Industries, Inc., Dept 
AL, Rochester 2, N. Y . 


Cirele No. 225 on Coupon, page 80 
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Movies You Con Use 


130 FILMS 
for 
DEALER USE 


imerican Lumberman now has avail- 
able an up-to-date listing of movies 
available to building materials dealers. 
The charge is 50¢. You can use these 
films for sales training as well as for 
showings to civie groups—homeown- 
ers, women’s clubs and business men’s 
groups. Send in today for this new 
list! 


\MERICA Lu 





CDEALER POINTERS 


e EASY to Sell 
e EASY to Stock 


\ The dealer carrying GATES FORM TIES 
and accessories PROFITS by TWO outstanding ad 
vantages: GATES FORM TIES are lightweight, 
require MINIMUM STORAGE SPACE; and, the 
GATES FORMING SYSTEM is easy to sell because 
of its proven efficiency, versatility, speed and 
economy. 





Good Dowel Display 


The construction of a circular dowel display unit 
at the Fond du Lac (Wis.) Lumber Co. has increased 
sales. Holes of various sizes are cut in the circular 
lid to fit dowels of these sizes and make selection 
easier. A_ sign identifies the various sizes and 
lengths. 














By using the Gates Forming System, Concrete 
Form Builders, Inc., of Denver, can load EVERY 
THING needed to form 140 lineal feet of 8 
wall in one compact truckload! This truckload 
includes 
124 2'x 8’ plastic-coated 
plywood panels 


fN\ _2¢ 16 Hinged corner panels 
iN «6 





00 8” Gates rod type form ties 
) 170 8’ Gates rods 
8 Cane rods for corners 
6 Window bucks 
2 Sawhorses 
1 


Ladder 
Plus tools 








ad 
[ae ’ 
way Sell the “system” more and more builders and 


FJ || architects are specifying—the GATES FORMING 
a SYSTEM! STOCK — SUGGEST — SELL GATES 





FORM TIES and accessories —they require 
? MINIMUM storage space—represent BIG sales 
Spurs House Paint Sales increase for youl 


Actual siding samples, mounted on a wall to show CS 
customers the step-by step proc edure for house A . P DEALERSHIPS 
painting, is an effective sales aid, according to ae, avellable in seme ereas 
Harold Ash, vice-president, Queensborough Lumbet ~ a “= Write for literature and 
Co., Bayside, N. Y. dealer price list. 
“With the painted siding samples,” says Harold 
“customers have no trouble visualizing how the job ’ KE ’ \\ ’ Vv ’ | "ag? 
should be done. The display has paid off nicely for Pa | f cs 4 SO. S. N¢ . 
us by helping conclude sales to numerous ‘border 80 S. GALAPAGO, DENVER 23. COLO 
line’ prospects. 
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Se Glamorous ) 


HOLLYWOOD, FLORIDA 


@ Swimming Pool and 
Cabanas 

® Oceanfront — 400 ft. 
of sand beach 

@ Free Parking 

@ Special Family Rates 

@ Cocktail Lounge 

® Dining Room 

® Coffee Shop 

Write for information 

James H. Mercer, Mgr. 





On The Ocean 
FLORIDA 








ENJOY THE FLORIDA SUN 


AT THE Day 


DIRECTLY ON THE “WORLD'S MOST FAMOUS BEACH” 


THE PERFECT spot to rest, and relax ... right on the 
“World's Most Famous Beach."’ Swimming pool, 3 golf 
courses, putting green. shuffleboard, fishing, dancing, 
planned entertainment, Excellent food, intimate cocktail 
lounge. Choice hotel rooms and apartments. 

Write for colorful brochure. 


DAYTONA PLAZA HOTEL 
Daytona Beach, Florida 








NEW PRODUCTS 
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"T" Handle Screwdriver 


A new screwdriver utilizes a pivot- 
fitted handle for use as a straight- 
handle tool or as a “T” handle, which 
provides compound leverage for diffi- 
cult screw sinking or removal, it is 
said. The zinc-plated, square-section 
shaft is cast in the high-tensile, die- 
cast aluminum handle. %” machined 
bit; 11” overall length. Kitchen-Quip, 
Inc., Dept. AL, Waterloo, Ind. 


Cirele Neo. 226 on Coupon, page 80. 
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Rope Caulk 


A new type rope calk, D-P Rope 
Caulk is aimed at both the profes- 
sional application and do-it-yourself 
markets. It is said to be so easy to 
apply that an entire window can be 
weatherstripped or calked in a 
minute or so, Because it is non-hard- 
ening and will not chip or crack, it 
can be reused several times. D-P 
Rope Caulk is packaged in protective- 
covered 18 and 90’ rolls. The Dicks- 
Pontius Co., Dept. AL, 5300 Huber- 
ville Ave., Dayton 3, Ohio. 

Cirele No. 227 on Coupon, page 80. 


Fiberglas-Plastic 


A combination of Fiberglas cloth 
and a quick-setting plastic is said to 
have a thousand-and-one uses around 
the house. The Fiberglas-plastic ma- 
terial is said to repair steps and 
works equally well on gutters and 
downspouts. The Fiberglas-plastic ma- 
terial adheres to any material—stone, 
wood or metal—and can be shaped 
into just about any form, it is said. It 
is colorless without special color addi- 
tives, which are available. You can 
also paint right over the patch job. 
Fibre Glass-Evercoat Co., Dept. AL, 
7220 Vine St., Cincinnati, Ohio. 

Cirele Ne. 228 on Coupon, page 80. 
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Wheel-It Trailers 


Wheel-It trailers are specially de- 
signed to cut down handling costs. 
The manufacturer offers heavy-duty 
4-wheel as well as heavy-duty 2-wheel 
trailers, low-down platform trucks 
and push carts designed to help get 
more work done with less man hours. 
Hawkeye Industries, Dept. AL, 820 
Vivian St., Longmont, Colo. 

Cirele No. 229 on Coupon, page 80. 


Diesel-Powered Lift Trucks 


Diesel engines are now offered as 
original equipment on certain lift 
trucks. Available for Hyster lift 
trucks of 6,000 and 8,000-pound ca- 
pacity is the Perkins P4 (4 cylinder) 
diesel unit. Hyster 15,000, 16,000, 18,- 
000 and 20,000-pound capacity lift 
trucks can be factory equipped with 


the Perkins P6 (6 cylinder) model, it 
is announced. Waukesha mode! 180 
DLC 4-cylinder engines are offered 
installed on Hyster's solid-cushioned 
tire, 3,000, 4,000 and 5,000-pound ca- 
pacity lift trucks. Hyster Co., Dept. 
AL, 2902 N. E. Clackamas St., Port 
land 8, Ore. 
Cirele No. 230 on Coupon, page 80 


Hercules Trestle 


The new Hercules trestle is made 
of heavy steel tubing 2 x 4 wood 
cross beam. It is 48” long and stands 
24” off the floor. It weighs 12 pounds 
The new unit is easily handled and 
can be quickly knocked down for mov 
ing or storage. Metal Products Co., 
Dept. AL, Quincy, Ill. 


Cirele No. 231 on Coupon, page 80 








Hydraulic Crane 


Here is International Harvester’s 
300 Utility heavy-duty tractor with 
a hydraulic crane mounted on the 
rear. The crane is completely hy- 
draulic and power is furnished from 
the large-capacity hydraulic pump of 
the tractor. Lift capacity is 1,000 
pounds at the 10’ length or 2,000 
pounds over the pulley closer in. In- 
ternational Harvester Co,, Dept. AL, 
180 N. Michigan Ave., Chicago 1, 
Ill 


Cirele Ne. 252 on Coupon, page 80 


Studders Square 

This new studders square, 16” x 48”, 
is mace of hard aluminum, It’s an all- 
purpose tool for erecting and apply- 
ing all types of wallboards to studs 
Easy to use for marking and cutting 
all forms of wall and ceiling boards, 
It has projecting lip for quick mark- 
ing. Can also pe used on studs 24” 
apart by marking off 16” and adding 
8” to it. The Fairgate Rule Co., Inc., 
Dept. AL, Cold Spring-on-the-Hudson, 
Ds 


Cirele Neo. 253 on Coupon, page 80 


more and more dealers are saying 


at last ! ecee “Let’s handle 


a painted shake with enduring qualities! 


ADD TO THE TIMELESS QUALITY OF WESTERN RED CEDAR THE 
MOST ADVANCED METHOD OF PRE-PAINTING .. THE RESULT, 
A SIDEWALL SHAKE THAT EMBRACES EVERY IM 
PORTANT BUILDING FEATURE; COLOR—ECONOMY 
—DESIGN QUALITY—ADAPTABILITY—DURABILITY 
ALL THESE FEATURES ARE REPRESENTED 

BY THE NEW CAPITOL PAINTED SHAKE 


DEALER INQUIRIES 
INVITED 
Write to: 
THE CAPITOL SHAKE COMPANY 
P.0. Box 134, North Sacramento, Calif 
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COLORS 
TO MATCH 
EVERY MANU- 
FACTURER’S 
ASBESTOS SIDING 


MADE OF 
ALUMINUM 


USE 
OKOMO 
ORNERS 


for ASBESTOS SIDING 











© LAP OR BEVEL SIDING 
© WOOD SHINGLE SHAKES 
© PLYWOOD OR HARDBOARD 


BUGHER MFG. CO. 


211 S. Main Street, Kokomo, Ind. 


Send for Full De- 
tolis, Samples and 
Prices 
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(GRIFFIN’ 


Cat 
2N240 
Wrought 
Steel 
Butts 


“The dependable line of hinges to 
handle that's the trade's way of 
saying “We like to sell Griffin prod 
ucts.” Order from our full line of 
wrought steel butts — plus a com 
plete line of shelf hardware—in the 
selections you know your customers 
want 


GRIFFIN’ 


“since 1899” 


| MANUFACTURING CO. ERIE, PA. 


Also in 
Square 
Corners 


NEW VISIPAKS~ 
Order by the carton 
of individual 

carded items. 


Circle No. 38 on Coupon, page 80. 





ramic patterns and at the same time 
emphasizes the beauty of the more 
ALG traditional patterns. Ceramic Dept., 

e The Yale & Towne Mfg. Co., Dept. 
fet AL, 155 E. 44th St., New York 17, 

7 a ft 
& Pd Cirele Ne, 245 on Coupon, page 80 
re 


Toy Construction Kit 


said An education in basic carpentry 
framing and a lot of fun are given 
M-D Lawn Signs gf to youngsters and oldsters in a model 
4 kit consisting of 575 pieces of wood 
Now available is a brand-new dis , cut to exact length for making a pre- 
play unit, which will sell M-D lawn . cut home in miniature, including all 
signs and house numbers, Occupying the framing pieces, sides and roof. The 
21” acro the front, 16” deep and 4’ ~ i completed model, 18” x 23%” x 10” 
to the top of the lawn sign, the unit high, is a typical 2-bedroom ranch 
holds 18 M-D lawn signs and a com type home, which can be used as a toy 
plete 3%” Nu-Lume number display or as a display. Toy Construction Kits, 
case, One of the 18 signs is mounted Inc., Dept. AL, P. O. Box 145, Niagara 
with four numbers and is used at the Lawrence Household Hardware Falls, N. Y. 
top behind the number case as an oe Circle No. 238 on Coupon, page 80 
actual sample ign Macklanburg This new, colorful counter display 
Dunean Co., Dept. AL, Box 1197, has been designed as a self-service 
Oklahoma City 1. Okla merchandiser for Lawrence household 
hardware. Each display carton holds 
10 packages of one item of the follow- 
ing: cup hooks, hooks and eyes, square 
screw hooks, curtain rod hooks, 8-in. 
hooks, ceiling hooks, eye bolts and 
screw eyes. Displays are not furnished 
as an assortment. Each package has 
a convenient tab for handy hanging 
Lawrence Brothers, Inc., Dept. D-AL 
Sterling, Ill. 


Cirele No. 236 on Coupon, page 80 


Cirele No. 244 on Coupon, page 80 


. . "Stock Your Shop" Packages 
Color Slide Films P ° ; 
A feature of the new “Stock Your 


Three-dimensional color slide film Shop” system of screw packaging is 
of typical Republic Steel Kitchens in the DraweRack, which holds five of 
stalled in homes throughout the nation the “Stock Your Shop” standard boxes. 
are announced as SF gage aid, Starter DraweRack can be screwed to wall 

; sets of 12 films and a plastic viewer either horizontally or vertically, as 
Ceramic Hardware are available, A second set of slide square boxes fit in either way. Drawe- 
A new self-service counter met films is now under preparation and Racks have ingenious lugs on top and 
chandiser displaying a full line of will be offered for use as soon as it has bottom to prevent slipping when 
colorful Yale ceramic hardware is an been completed. Republic Steel Kitch stacked. Eleo Tool and Screw Corp., 
nounced, Built of wood on rectangular ens, Republic Steel Corp., Dept. AL, Dept. AL, 1800 Broadway, Rockford, 
lines, the new counter merchandiser Canton, Ohio Ill. 
shows the modern aspect of the ce Cirele No. 237 on Coupon, page 80 Cirele No. 239 on Coupon, page 80 





PONDEROSA PINE — SUGAR PINE 


WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 


Annual Production 60 Million 


High Altitude, Soft Textured Growth 


Trade Mark 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


coma SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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Lumberjack Clock 


A real lumberman’s clock, actual! 
log slab, natural bark on sides, ap- 
proximately 7” diameter, felt pad 
base, with space for your name and 
advertising message, electric move- 
ment approved by Underwriters Lab 
oratory, for use on desk or hang on 
wall, is available. General Products 
Co., Dept. AL, Star Route “A”, Austin 
1, Texas. 

Cirele No. 240 on Coupon, page 80 


Handy Rope Dispenser 


A multi-use rope dispenser from 
New Bedford Cordage Co. is designed 
for easy retail rope handling and in- 
cludes a measuring and cutting de- 
vice that allows the salesman to cut 
the exact lengths desired and sell 
directly from the floor. It is of all- 
metal construction and holds up to 
100 pounds of rope—200 pounds in 
cartons and 200 pounds on reels. 
Available with or without the reel 
arms. New Bedford Cordage Co., 
Dept. AL, New Bedford, Mass. 


Cirele No, 241 on Coupon, page 80 


Woven Plastic Tape 


A new, woven plastic tape, made of 
Firestone Velon, is available in 14 
decorator colors. Specifically designed 
as renewal tape for venetian blinds, the 
new woven plastic tape, called Smart- 
Set, is handsomely packaged. A coun- 
ter display is available with a special 
assortment deal that includes two 
dozen Smart-Set packages in assorted 
colors, one dozen poly-packed tassels 
and one dozen poly-packed nylon 
venetian blind cord. Ru-son Products 
Co., Dept. AL, 278 Johnston Ave., 
Jersey City 4, N. J. 

Cirele No. 242 on Coupon, page 80 


Masonite Easels 


A counter easel and newspaper 
mats give Masonite dealers an oppor 
tunity of tying in with an advertise 
ment appearing in national magazines 
The 14x17-in. easels have a_ pocket 


BurtpinGc Propucts MERCHANDISE? 


containing free plans showing how to 
construct the outdoor living room, sub 
ject of the ad. Offered as a package 
and cost-free, promotion includes the 
counter card, die-cut box for plans, 20 
plans and two newspaper mats. Colors 
in the easel correspond with those in 
the advertisement. Masonite Corp., 
Dept. AL, 111 W. Washington, Chica 
go 2, Il. 
Circle Neo. 245 on Coupon, page 40 





Story Book Knobs 


This picture-frame display show 
one each of the four full-color animat 
ed Story Book character knobs in this 
new line—Humpty Dumpty, Pete 
Rabbit, Choo Choo Train and Happy 
Clown. The display frame itself is the 
same size as the other Amerock dis 
plays—13-in. wide x 1l-in. high. In 
addition to the display, dealer helps 
include a display carton holding one 
dozen knobs and a cardboard easel 
display showing each of the four 
knobs. American Cabinet Hardware 
Corp., Dept. AL, Rockford, Ill 


Civrele No. 244 on Coupon, page 80 








What's Your Answer? 


(Questions on page 71.) 


Fluorescent strips provide 
overhead lighting; window 
area is equipped with ad- 
justable spotlights to high- 
light specials and seasonal 
items. See article on page 
24. 

With Dutch Boy color gal- 
lery. See ad on pages 30-31. 
Unfinished hardwood legs 
for tables and furniture. See 
article on page 35. 
Kwikset Sales and Service 
Co., whose ad is on page 3 
50¢. See page 72. 

Portland, Ore. See ad on 
page 63. 

Mounted actual siding sam- 
ples on a wall to show cus- 
tomers step-by-step proce- 
dure for house painting, as 
explained in dealer pointer 
on page 73. 

Mastic Tile Corporation of 
America, whose ad is on 
page 33. 

$200-$5,000, as explained in 
article on page 44. 
Weyerhaeuser Sales Co., 
whose ad is on page 19. 




















‘Sounds for 
‘Safety 


| engineered by 
FALCON 


New Falcon Automatic Fire 
Detectors and Alarms provide 
constant protection wherever fire is 
a hazard. Self-powered by DuPont 
“Freon”, they give early warning 


at first sign of fire 


U. L. Approved for 20 Ft 
Spacing—low Cost——Non 
Electric —Easy Maintenance 


Easily Installed—30 Yr nd 


~ 


Falcon manually operated 
Emergency Signaling Horns 
are portable, self-contained and 


Guarantee 


“Freon” powered 


Many types and sizes. Special 


designs for special uses Several Sales 
Territories 
Write for details Now Open 








FALCON ALARM 
COMPANY, INC. 
243 Broad St., Summit, N. J. 


Circle No. 67 on Coupon, page 80 





 Were’s the one thar ) 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit 
SELLS BETTER because 


(LLNOT SHR 
¥ INK it WORKS BETTER 


STICKS AND STAYS 





Most dealers report 

“Our sales of Dur 

ham’s Rock - Hard 

Water Putty keep 

doubling, year after 

year.” What's more, 

Durham's Rock Sos 664.3 
Hard Water Putty en Metuan 
vives you by far the lowe 
best profit margin on . 

any product of this 

nature. Use it yourself, and you'll quickly 

hy it sells so fast, and repeats so regu 

larly Many patching ove mdb may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty do s not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or poll h it to a velvet smooth 
finish. Easy to use, Keeps indefinitely 0 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on di 
ylay. Available in 25, 60, 100-ib, drums for 
industrial users. Order from your jobber 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 68 on Coupon, page 80. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Cherge $5.00 


Rates. 


1 Time —20c per werd for each imsertion. 
Minimum charge of $1.00 per line. 


3 Times — lS5e per word for each consecutive 
insertion. Minimum charge of 75¢ 
per line. 


Add $1.50 i tien for blind ads b 
—s pes meertion for a earing 
Ne agency 
allowed. 


All ads tor classified section must be in Pub- 
lisher's elfice 14 days preceding date of publi- 
cation, Advertisements are set in uniform 6 
poimt style. No cute or special borders 
allowed, 


commission er cash discount 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 


When enswering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
138 N. Clark St., Chicage 2, Ill, 





HELP WANTED 





MILLWORK DETAILERS AND BILLERS 


Wanted by a reputable custom millwork con- 
cern in Ohio, Experienced in making shop 
dra # of Architectural Woodwork for pub- 
lic buildings, churches, schools, etc. ve 

plete iniormati regarding experience. 
age, salary, availability and a sample of 
drawings, possible, when replying. Perma- 
nent employment and excellent enkiog con- 
ay eply Box No. K-49 American Lumber- 
man, Inc. 





MILLWORK ESTIMATOR 


Unusual opportunity offered to man of good 
character seeking connection with reputable 
architectural woodwork concern specializing 
in custom millwork. Must be competent, re- 
liable, under 50 years of age, knowledge of 
Cost Book “A” helpful but not essential. 
Salary to start $7000.00 per year plus other 
benefits. In replying state @ rience, qualifi- 
cations, when available and enclose photo. 
Reply Box M-55 American Lumberman, Inc. 


WANTED: Experienced Estimator and capo*!e 
retail yard assistant to the proprietor, No tem- 
permental prima-donna, Generous compensa- 
tion. Southeastern Michigan. Address Box N-31 
American Lumberman, Inc. 


WANTED: Lumber Grader—of West Coast Pir 
and Pine. Large retail establishment, South- 
eastern Michigan, Address Box N-32 American 
Lumberman, Ine. 


Merchandising Assistant. Experienced in sales 
romotion, budget planning, direct mail, etc 
hould be interested in printing, artwork and 
copy writing. Previous contact with millwork 
distribution would be beneficial. Write fully 
stating age, salary requirements, references 
and educational background. Address Box N 
. American Lumberman, Inc. 


DETAILER AND BILLER 
Florida Special Millwork Company wishes to 
employ experienced Draftsman who can make 
details and bill into Mill. None but competent, 
sober man need apply. Address Box N-42, 
American Lumberman, te. 


LUMBERMAN 


We are looking for a man with at least five 
years of retail lumber experience. We have 
two positions open. We are a large mid 
western firm, not a chain operation, doing a 
volume of more than a million. Opportunities 
are unlimited for a qualified man with ambi- 
tion. Apply by letter, qiving all pertinent in- 
formation to American Lumberman, Box N-4) 


199 N. Clark St., Chicago 2, 


Ilinois, 


WANTED: Experienced estimator who can take 
off material bills from house plans and speci- 
fications. This position can lead to part owner 
of business. Address Box N-49 American Lum 
berman, Inc. 
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HELP WANTED 





WANTED — RAILS 





Aggressive salesman to carry bight | profitable 
side line of low cost plastic folding doors. 
Highest commissions id. Some territories 
open. Address Box vsi American Lumber- 
man, Inc. 


WANTED: Man, 30 to 40 years, by an Indiana 
Retail Lumber Yard, grossing $250,000 busi- 
ness per year. Experienced in calling on con- 
tractors and builders. Capable of making lists 
from plans, also qualified making moderate 
house drawings and details. Outstanding op- 
portunity, Address Box N-22 American Lumber. 
man, Inc. 


WANTED WHOLESALE LUMBER SALESMAN 
with customer following to call on retail ium- 
ber dealers and industrials. Prefer to discuss 
by accounts instead of specific territory. Large 
diversified yard and warehouse inventory to 
supplement carload sales. Liberal profit shar- 
ing plan. Write stating experiences, age. ref- 
erences. Replies strictly confidential. Empire 
Wholesale Lumber Company—Akron, Ohio. 


Retail lumber yard in northwestern Indiana 
will be needing a young man experienced in 
general office work and handling counter 
trade. Excellent opportunity for an energetic 
and ambitious young man. Please reply in 
our own handwriting to Box N-50 American 
umberman, Inc. 





SITUATIONS WANTED 





BOOKKEEPER 


Prefer distribution yard, wholesale or some 

facturing. C any vacancy. Famil- 
iar lumber terms. Been self employed. Desire 
otherwise. Middle age. Address Box N-53 
American Lumberman, Inc. 





SITUATION WANTED 


Lumberman, wants to relocate, 20 years ex- 
perience in retail and wholesale office and 
yore operation. Address Box N-54 American 


umberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





MANUPACTUBER'S AGENT 


to handle line of nationally advertised putties, 
glazing and lking Pp ds. Several ex- 
cellent territories open. Inquire Box J-49 
American Lumberman, Inc. 





Manulacturers Representatives calling on lum- 
ber and building products wholesalers and 
retailers will benefit by sending in their names 
for inclusion in our list of Manufacturers 
Agents. Address Advertising Service Dept., 
American Lumberman, Inc. 


SALES REPRESENTATIVES WANTED 


Manulacturer's representative for one of the 
country's oldest millwork houses to sell the 
retail lumber dealers, building supply turms, 
etc. Men needed for states of Georgia. Florida, 
Alabama, Tennessee, and Kentucky. Please 
write Box N-45, c/o American Lumberman, 
Inc., with complete details, including products 
you are now selling. 


Manufacturer's Representatives Wanted. Well 
acquainted with building supplies, wholesal- 
ers, and retailers are olfered a rare oppor- 
tunity to become associated with the world's 
largest manufacturer of Shower Doors, Tub 
Enclosures, Sliding Glass Wall Doors, These 
products are nationally advertised in major 
consumer magazines and trade journals. Ex- 
clusive territories. Write fully about yourself. 
Straight commission plus monthly bonuses. 
Address Box N-52 American Lumberman, Inc. 


NEW DO.-IT-YOURSELF JALOUSIE 
PORCH ENCLOSURE 


Natural sale to Lumber and Building Supply 
Dealers, Distributors and Wholesalers. he. 
vertising Support. Immediate delivery. Can 
handle non-competitive products. Ideal Alumi 
num Products Co., 39 East 19th St., Bayonne, 
New Jersey. 


June 


7s 


RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M, K. FRANK 


480 Lexington Ave., New York 17. N. Y. 
401 Park Bidg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada 





MANAGEMENT SERVICES 





HOW BIG A STORE FOR YOU? 


Our personal survey and market analysis can 
give you the answer. Includes location, size, 
inventory suggestions. Complete design and 
engineering service available. Wesley Wise 
Company, 6 W. Ontario, Chicago 10, hhinois. 





LUMBER & DIMENSION WANTED 





We are in the market for 12,000’, #2 Common 
Siding, Pattern #105, dry Poplar, Bundled. 
Just so it meets with NHLA Rules of #2 Com- 

gee. S. B. Harward Lumber Co., Livingston, 
enn. 


Large store needs carloads of bed slats. Re ty 
best fob factory price. Address Box Ns 
American Lumberman, Inc, 





BUSINESSES FOR SALE 





CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest; also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 


Lumber-Hardware, same owner past 46 poe, 


grossing $225,000.00 annually with high net 
profit. Only lumber and hardware business 
in town near fabulous Sun Valley Idaho. 
Best fishing, hunting and big game country 
in entire west. Due to retirement, definitel 
riced to sell, terms, free photos. C-6020 CON- 
TINENTAL. 804 Grand, Kansas City, Mo. 


Established lumber business for sale. Wide 
expansion possibilities. Mostly wholesale. 
Only nominal investment required. Inventory 
at market. Will sell or lease improvements. 
Southwestern citv of 300,000. Exceptional oe. 
portunity. Owner retiring. Address Box N-38 
American Lumberman, Inc. 


FOR SALE: Lumber yard located on West 
Side of Warren, Ohio, one of the most rapid- 
growing centers in the country, only five miles 
from Lordstown Location of General Motors 
new proposed largest assembly plant. All 
buildings in good condition. All floors con- 
structed and arranged to handle power lifts. 
Present owner a large consumer of lumber 
and mill supplies, who desires a continued 
source of supplies from new purchaser. In- 
ventory optional. Yard consists of the follow- 
ing: 


Land: approximately 1.75 acres 
R. R. Siding 


Buildings: 
Office 25 ft. x 64 it. —A-1 condition—Modern 
Warehouse 60 ft. x 84 ft. 
Lumber shed 60 ft. x 105 ft. 
Lumber shed 66 ft. x 121 ft. (new) 
Garage 38 ft. x 105 ft. 
Garage 20 ft. x 40 ft. 
Mill 60 ft. x 144 ft. (optional) 
diate p ion. 
Contact THE W. B. GIBSON COMPANY 


P. O. Box 430 
Warren, Ohio — Tel. 4257-1 
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BUSINESSES FOR SALE 





Are you interested in a good retail lumber 
and building supply business that will net 
$1,0C9 or more per month, above all expenses, 
from the start, with plenty of room for expan- 
sion. Then see this one, located in South 
Central Ohio, in the center of one of the 
richest farming areas. 


E. M. Koryta Company 


National City Bank Building 
Cleveland 14, Ohio 


Have $600.000 to Invest? 


Profitable, long established Florida retail lum- 
ber and building materia] business, with an- 
nual sales in excess of $2.000,000 for sale. 
Please do not reply unless you have $600,000 
to invest. Address Box N-37 Americah Lumber- 
man, Inc. 


Retail Lumber and Building Supplies—wMill- 
work—Planer Mill, on eoast of South Carolina, 
in the fastest growing area in the U. 5S. 
Annual sales over $600,000.00—Inventory $80.- 
000.00. If interested, don’t wait; inquire Box 
N-36 American Lumberman, Inc. 


FOR SALE 


Yard in eastern Nebraska town, located in 
rich farming community. Comparatively small 
investment will handle. Owner wishes to re- 
tire. Box N-46, American Lumberman,. Inc. 


FOR SALE: Retail Lumber and Coal Yard in 
northern Kentucky. Conveyors to dump truck. 
Good profitable yard. Will inventory. Address 
Box N-56 American Lumberman, Inc. 


Retail lumber yard in good one-yard town in 
Eastern Illinois. Terms can be arranged if 
desired. Address Box N-57 American Lumber. 
man, Inc. 


Lumberyard in city of 320,000 population. 4!/, 
acres with Railroad siding. Plenty of ware 
house and shed space. Owner wishes to re 
tire. Wells Lumber Co., Inc., Toledo, Ohio. 


FOR LEASE —Lumber & Building Material 
warehouse and yard. No inventory, machinery 
or equipment to buy. Located within five 
squares of Court House. Plenty of parking 
space. 

You will be surprised what a HUSTLING 
young owner—with a good truck man can 


do with this yard—Real money can be made 
on a small investment. 


Have local Whoiesale Sash, Door & Lumber 
stock to draw on. 


If you have been planning to start on your 
own—this is a real opportunity. KOKOMO 
the City of Firsts, is the most rapidly growing 
City in Indiana. 


You are invited to come and visit this prop 
erty, arrange for appointment. 


WILLIS B. DYE, Owner, Ph. GL-9-9242 
#1530 West Sycamore St., Kokomo, Ind. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO 
Minneapolis. Minn 


SERVICE FOR SALE: 30 years experience in 
Lumber, Plywood and related items, Mould 
ings, Oak Flooring, etc. Cypress, Yellow Pine 
etc. Boats, etc. Semi-retired wholesaler and 
manufacturer with big and smal! mill connec 
tions solicits your requirements to quote for 
shipments from manufacturer to you. Address 
Box N-58 American Lumberman, Inc. 


SUILDING Propucts MERCHANDISER 


LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Mouldings Cut Deer Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


Al Clements Lumber Co. 


P. O. Box 908 
Eugene, Oregon 


Phone 6-253! TWX EG-049.U 


4 cars 6° Hardwood stacking sticks 3¢ each. 
Gaiennie Lumber, Box 1774, Shreveport, La 


Used mixed Hardwood Stickers, 25/32 x 1-3/4” 
x 47”—Carload or Truckload, Available alter 
June Ist. Ahonen Lumber Company—lronwood, 
Michigan. 





USED MACHINERY FOR SALE 





FOR SALE 


We will be receiving new equipment from 
Ross and can offer for sale and immediate 
delivery one Model 10H Ross lift truck at 
$4,175. Hydraulic side shift carriage 66”. Op- 
erator’s guard, forks can be cut down to 
any desired width. Lilt height 28’. Ross will 
cut down towers if a lower height is required 
for clearance, on the 28’ pistons. Alse avail 
able: One Ross Model #6 with 16’ tower, fork 
length 42” standard with 60” extension. hy 
draulic steering. operator's ars and heavy 
counterweights. Price $3.650 {f.0.b. Chicago 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Ill 


FOR SALE 


1 used 137-M Woods electric 6” moulder, with 
1 set each of 2 round and 4 square heads 
and hoods. This machine purchased used by 
us from large piano company having con 
stant maintenance contracts on it. We desire 
to sell without having ever installed it, due 
to change in plans. Price: $6,500.00 


HUSS LUMBER COMPANY 


1350 Fullerton Avenue 
Chicago 14, Illinois 


FOR SALE 
V-60 Yates Resaw 60” LH—tilt rolls. Practically 
new. Pilot wheel set works for fractional saw 
ing. V-belt drive 75 HP. Six 18 gauge saws 
Last word for complete unit. $9,100.00 


HUSS LUMBER COMPANY 


1350 W. Fullerton Ave 
Chicago 14, Illinois 


POR SALE 
1—Complete Sawmill in A-1 Condition 


2—Headrigs 

Complete Filing Room Equipment 

1—Resaw 

2—Edgers 

1—Air Trimmer 

1—Slasher 

1—Complete set of Live Rolls and 
T.ansilers 

1—Hog with all necessary Conveyors and 
drives 

1—Filer & Stowell Corliss Engine 

2—G. E. Steam Turbine Generators 

2-—Steam Air Compressors 

4—Steam Boilers 

2—Steam Pumps 


LOUISIANA CYPRESS LUMBER CO., INC 
F. J. GUITEAU, GENERAL MANAGER 


Day Telephones 7687 or 393 
Night Telephone 7766 


PONCHATOULA, LOUISIANA 


USED MACHINERY FOR SALE 





FOR SALE 
1—Complete Planing Mill in A-1 Condition 


1—Band Resaw 
With Motor on Countershaft 


1—Double Surfacer 
With Motor on Countershatt 


3—Matchers 
With Motor on Countershatt 


5—Moulders 
With Motor on Countershatft 


5—Swing Cut-off saws. Motorized 
3—Circular Ripsaws, Motorized 
2—Band Ripsaws, Motorized 


Complete Filing Room Equipment 


1—Planing Mill Hog 
1—Complete Blower System 


LOUISIANA CYPRESS LUMBER CO.., INC. 
F. J], GUITEAU, GENERAL MANAGER 


Day Telephones 7687 or 393, 
Night Telephone 7766 


PONCHATOULA, LOUISIANA 


FOR SALE 
Complete Machine Shop in A-1 Condition 


Planer 

Shaper 

Lathes 

Threading Machine 
Drill Presses 
Steam Hammer 
Electric Welder 


Miscellaneous Shop tools and Equipment. 
LOUISIANA CYPRESS LUMBER CO., INC 
F. J, GUITEAU, GENERAL MANAGER 


Day Telephones 7687 or 393, 
Night Telephone 7766 


PONCHATOULA, LOUISIANA 


FOR SALE: One (1) Johnson machine to manu 
facture woven wire SNOW FENCE (weed 
slats) or CORN CRIBBING, together with 
paint, vat. electric motors, winder, etc. Good 
shape. Used last Fall 
SECURITY FENCE & MFG. CO 
8701 No. Wth St. 
Omaha. Nebraska 


Used Insulation Blowing Chevrolet Van 1942 
with new motor. Equipped with power take 
off blower, drills and hose, etc. Ready to go. 
Will consider reasonable offer 


WIGGINTON BUILDERS SUPPLY COMPANY 


P. ©. Box 327 
Kalamazoo, Michigan 


I 


SALES TRAINING 
for 
YOUR EMPLOYES 


One of the best methods is to show 
them the many fine motion pictures 
prepared for this industry. We have 
just printed a list of 130 films which 
makes selection organized, efficient. 
Every late movie from “ABC's of Deeo- 
rating” to “Woodworking Tools” is 
covered and fully described, Send in 
for your copy today. the price is just 
50¢. American Lumberman, Ine., 139 


V. Clark, Chicago 3, Ul, 
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FAMOWOOD eee the AMAZING eee WE HAVE YARDS SAVE ON TRANSPORTATION 
ALL-PURPOSE PLASTIC for wood finishes! |“! THESE POINTS CUS, Re PONSF 
Applies like putty... Sticks like glue! TOLEDO, 
FAMOWOOD is the answer...where wood finishes OHIO 
are important. Simple to use efficient, lasting, ame 
saving, when filling wood cracks, gouges, nail and 
screw holes or correcting defects. Dries quickly 
does not shrink. Stays put under adverse conditions ‘i ‘ CVAMS 
FPAMOWOOD sands easily, does not gum up Oe EAPO wry RUSTIC 
sander. Takes spirit dye stains freely. Wamerprool and . é wooo 
weatherproof when properly applied. Ready to use a VEBSTER S N FENCE 


WE CAN 
SERVE 


‘ ~“. 


“right out of the can.” Filwen matching wood colors henaesbady 
with amazing matchless wood finishes Z POST ond RAIL * 
© € SCREEN TYPE PICKET SY 


RESIDENTIAL . 
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FMAOWOOD descriptive Witersture & price het on request Distributor & Desier inquiries invited, write Deot 32 3 Wooo PRODUCTS CO., Toledo, Ohio ~ WO) 


BEVERLY MANUFACTURING COMPANY vos ances 3. cause, scamcnsune, sp, MEINE for eatavoe 9 


Maenetecturerse ef FAMOWOOD + FAMOGLAZTE + FAMOSOLYVERT HBUN( 





Circle No. 69 on Coupon, page 80. Circle No. 71 on Coupon, page 8&0 


For lasting Beauty and Protection— sn Min: paiiitan at 


choose ee 2 Kidge ell te LUMBERMEN 


Lumbermens “1 4U) (My 

Decorator Styling and 
Superior Craftsmanship are 

carefully hen dad to James $. Kemper, we sn H. G. Kemper, president 


bring you the finest in 
head d | @ Specialists in protection for the 
overnea oors: lumber industry 
@ professional safety engineers 
. @ more than 90 branch claim offices 
RIDG DOOR COMPANY | coast to coast and in Canada 


MONM TH JUNCTION, N. J 








Substential dividends have been returned to policyholders since organization in 1912. 
In our complete line, there is a Ridge Door for every home, taste and budget ib ties an : : i 
Circle No. 72 on Coupon. page 80 
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NEW LITERATURE 





Western Pine Grading Rules. A 
completely new edition of the Western 
Pine Association Standard Grading 
Rules is available. The new rules re 
duce 2” x 6” dimension (width only) 
from 5%” to 5%” in accordance with 
American Lumber Standards, provide 
a standard for fingerjointing and add 
two new patterns—edge-veeing one 
side each of 2” shiplap and 2” center 
matched (surfaced two sides) lumber 
The book contains 158 pages. Copies 
are available at 25¢ each from West 
ern Pine Association, Dept. AL, Yeor 
Bldg., Portland 4, Ore 


Cirele Neo, 245 on Coupon, page 80 


Warren Folding Doors. New four 
page folder shows uses, construction 
specifications and installation of Wa 
ren wood fabric folding door “More 
Room for Living” is the key idea of 
the folder, which points out how War 
ren folding doors can save as much 
as 90 square feet of floor in the aver 
age home, by using them on all closet 
and between rooms. Warren Shade 
Co., Dept. AL, 2905 E. Hennepin Ave 
Minneapolis, Minn 


Circle No. 246 on Coupon, page 80 


Measuring Tools. A new 16-pare 
booklet, “Measuring Tools and How 


to Use Them,” is available free of 


charge. More than 40 line drawine 
illustrate how and when to use each 
type of measuring tool. This booklet 
is designed especially for the home 
workshop _ library Stanley Tool 
Dept. AL, 111 Elm St., New Britain 
Conn. 


Circle No. 247 on Coupon, page 80 


Garden Lighting. A new catalog 
bulletin (No. 135-56) iUlustrates and 
describes the manufacturer's complete 
line of Floralite garden and play area 
lighting equipment Portable unit 
equipped with extension cord set 
well as permanently mounted type 
are included. Two entirely new Flora 
lites feature fiber gla hade Steber 
Mfg. Co., Dept. AL, Broadview, II! 


Circle Ne. 248 on Coupon, page 80 


Pine Paneling. A new four-color 
22-page brochure on Arkansa oft 
pine paneling is designed and writter 
primarily for consumer Entitled 
“More Beauty for Every Room i: 
Your Home,” it contains illustration 
and full instructions for applying and 
finishing pine paneling ng! 
are available to dealer 
charge. Arkansas Soft Pine 
Dept AL, 111 Boyle Bldg 
tock, Ark 


Cirele Ne, 249 on Coupon, page 80 


Barbecue Fireplace 
planning and building 
indoors or out—ineluding co 
it-yourself conerete block $ 
offered in a new wok le ent 
‘Build and Enjoy Your Own Bart 
cue Fireplace.” Dealers may receive 


(continued on next page) 








FOR INSULATION | 


DUO-FAST 


STAPLE TACKER 


Your customers need and want these 
one-hand tackers for the job pictured 
above, as well as many other jobs 
speeded and simplified by DUO-FAST 
TACKERS and STAPLES 

You will like dealing with DUO-FAST 
You will like our FREE SERVICE 
POLICY. You will like the dealer aids 
available. 

Write today for the Duo-Fast Story. 


DU0-FAST 


FASTENER CORPORATION 
860 Fletcher—Chicago 14 


Circle No. 73 on Coupon, page 80 
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the book without charge by making 
inquiries upon their business letter- 
heads. The Majestic Co., Inc., Dept. 
AL, Huntington, Ind. 

Circle Ne. 250 on Coupon, page 80. 


Do-It-Yourself Shelving. “Do-It- 
Yourself Shelving” is the subject of 
a new, six-page, two-color folder (No. 
708), which presents a new type of 
shelving claimed to be so easy to as- 
semble and rearrange that anyone can 
set up shelving to fit their particular 
needs. Basic units, shelves, dividers 
and accessories of Quick-Bilt shelving 
are illustrated and described in detail. 
The Frick-Gallagher Mfg. Co., Dept 

L, Wellston, Ohio. 


Civele No, 251 on Coupon, page 80 


Tile Floor Laying. A 24-page, fully 
illustrated booklet that makes instal 
lation of a resilient tile floor a simple 
task for the do-it-yourself customer 
is now available free of charge. The 
booklet contains step-by-step instruc 
tions for installing an asphalt or vinyl- 
asbestos floor. Copies of the booklet 
called “Matico’s Simplified Install-It 
Yourself Method,” can be obtained by 
writing Mastic Tile Corp. of America, 
Dept. AL, P. O. Box 986, Newburgh, 
N. Y. 


Cirele Ne, 252 on Coupon, page 80. 


Planned Kitchens. Entitled 
Your Kitchen Layout,” a 
new booklet serves as a primer on 
well-planned kitchens. It explains the 
function, sequence and relationship of 
various work centers and how they fit 
together to form an efficient kitchen 
Accompanying sketches list foodstuffs 
and household items, which would be 
stored in cabinets comprising each 
center. Republic Steel Kitchens, Re 
public Steel Corp., Dept. AL, Canton, 
Ohio. 
Civrele No, 254 on Coupon, page 80 
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Scotch Brand Tapes. A new four- 
sage manual describes uses for Scotch 
Soond pressure sensitive tapes. Thir 
teen specific examples of tape uses, 
illustrated with on-the-scene photo 
graphs, show how tapes can be em 
ployed to seal joints in concrete forms 
and cartons used in void construction 
Other uses shown include applying 
masking aprons and coverings. Minne 
sota Mining and Mfg. Co., Devt. AL, 
900 Fauquier St., St. Paul 6, Minn 

Circle No, 254 on Coupon, page 80 


Glazing Specifications. A complete 
file of specifications for glazing alumi- 
num, steel and wood sash is available. 
The seven-page file contains a list of 
11 glazing rules as a guide to obtain 
ing leakproof windows, A little known 
rule offered in this section points out 
that the glazier should run a dry 
paint brush over freshly faced sur- 
faces to thrust the compound tightly 
against glass and sash to close up 
voids. The W. S. McGuffie & Co., Dept. 
AL, 3400 Theurer Ct., Cleveland 9, 
Ohio, 


Cirele Neo, 255 on Coupon, page 80 
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Marlite Paneling. More than 30 
colorful room settings offer fresh ideas 
for modernized interiors in a new 
illustrated booklet, “How to Have 
Modern Carefree Interiors with Mar- 
lite.” Photos and drawings show im- 
aginative uses of the predecorated, 
plastic-surfaced hardboard paneling 
throughout the house. The ease of in- 
stalling large panels and planks and 
blocks is illustrated. Marsh Wall Prod- 
ucts, Inec., Dept. AL, Dover, Ohio. 

Cirele No, 256 on Coupon, page 80. 


Awning Windows. Woodco Corp. 
announces a new edition of its Woodco 
E-Zee Loc Wood Awning Window 
Booklet No. EZ-857 is available for 
free distribution. The new booklet 
contains specifications, construction 
details, rough opening sizes and glaz- 
ing information. Representative in- 
stallation pictures help visualize 
Woodeco E-Zee Loe Awning Windows 
in actual use. Woodco Corp., Dept. AL, 
Box 31, North jergen, N. J. 


Cirele No. 257 on Coupon, page 80. 


Lemlar Jalousies. Describing the 
three main advantages of jalousies, a 
new, six-page folder is just announced. 
Included are before-and-after photo- 
graphs of modernization projects. Both 
vertical and horizontal types are 
shown. Other helpful information in- 
cludes the use of jalousies to lower 
air-conditioning costs, improve visual 
environments and enhance exterior 
designs on new construction. Lemlar 
Mfg. Co., Dept. AL, P. O. Box 352, 
Gardena, Calif. 

Cirele No. 258 on Coupon, page 80. 


Dexion Slotted Angle. Scores of 
ideas on using Dexion slotted angle 
are contained in a new booklet just 
published. Photographs and descrip- 
tions of commercial and industrial ap- 
plications show the versatility, 
strength and economy of Dexion for 
a wide variety of plant maintenance 
and equipment needs. Accessories 
which add to the usefulness of Dexion 
are also shown. Dexion Div., Acme 
Steel Co., Dept. AL, 2840 Archer Ave., 
Chicago 8, Ill. 

Cirele Ne. 259 on Coupon, page 80 


Nailable Steel Stud. A 24-gauge 
steel stud to which metal lath, gyp- 
sum lath or almost any type of panel 
can be nailed is illustrated and de- 
scribed in a new folder entitled 
“Permalok.” Drawings show the 
method of attaching collateral mate- 
rials, All parts of the system are fully 
described and dimensions are given. 
Sizes of nails and screws to use are 
also listed. Penn Metal Co., Inc., Dept. 
AL, 205 E. 42nd St., New York 17, 
N, Y 


Circle No. 260 on Coupon, page 80. 


Store Fixtures. Completely new 
Spacemaster catalog (No. 56-S) cover 
ing a complete line of store fixtures is 
available. Included are 128 pages 
packed with literally thousands of 
merchandizing ideas, Over 650 photos 
and illustrations show fully merchan- 
dised store fixture equipment taken 
from actual store installations. Re- 
flector-Hardware Corp., Dept. FP-AL, 
Western Ave. at 22nd Place, Chicago 
8, Ill. 


Circle No. 261 on Coupon, page 80 
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Stormguard Nails. A free pocket- 
size handbook gives factual informa- 
tion and specifications for the manu- 
facturer’s new line of rust-resistant 
Stormguard nails. Printed in two 
colors with helpful illustrations and 
reference data, the handbook assists 
the dealer to select the proper type 
and quantity of threaded or plain 
shank nails for best results with ex- 
terior applications. W. H. Maze Co., 
Dept. AL, 400 Church Blvd., Peru, 
Ill. 


Cirele No. 262 on Coupon, page 80. 


Clay Flue Lining. A completely 
illustrated, six-page brochure, describ- 
ing the advantages of clay flue lining 
in chimney construction, is available. 
This graphic brochure features stand- 
ard recommendations for safe chimney 
construction, complete with drawings 
and A.S.T.M. specifications. Clay Flue 
Lining Institute, Dept. AL, 161 Ash 

t., Akron 8, Ohio. 

Cirele No. 263 on Coupon, page 80 


Fences, Trellises. A new pamphlet, 
entitled “Fences Trellises,” illus- 
trates the adaptability of the manu- 
facturer’s products to the field of home 
and property improvement. The pam- 
phlet is complete with instructions and 
diagrams covering construction. The 
pamphlet is one of a series of “Lei- 
sure Time Projects,” which the manu- 
facturer supplies to dealers for hand- 
out. Puritan Cordage Mills, Dept. AL, 
1203 E. Washington St., Louisville 6, 
Ky. 


Cirele No. 264 on Coupon, page 80 


Hardwood Flooring. A new printing 


of the “Please Don’t” folder has been 
made available. Included are sugges 
tions for the installation and care of 
northern hardwood flooring with spe- 
cial emphasis on the allowance for ex 
pansion, damp season ve sntilation and 
preliminary handling of hardwood 
flooring before laying. Maple Floor- 
ing Manufacturers Assn., Dept. AL, 
E. Wacker Drive, Chicago 1, IIl. 


Cirele No. 265 on Coupon, page 80 


Western Red Cedar Siding. New 
grading and bundling specifications 
for Western Red Cedar siding, which 
became effective earlier this year, are 
graphically illustrated in an attrac- 
tive brochure available without charge 
The Grade Guide includes four actual 
photographs of each of the four 
grades—Clear, “A”, “B”, and Rustic 
Western Red Cedar Lumber Associa 
tion, Dept. AL, 4403 White-Henry 
Stuart Bldg., Seattle 1, Wash. 


Circle No. 266 on Coupon, page 80 


Bayonet Saw. “How to Use the 
Porter-Cable Bayonet Saw” is the 
title of a new 26-page manual just 
published. It describes Porter-Cable’s 
new heavy-duty portable jig saw, 
which features orbital blade action. 
The guide also gives valuable sugges- 
tions for plunge cutting in wood, 
laminated plastics and plywood, as 
well as for notching and shaping stock 
Porter-Cable Machine Co., Dept. AL, 
75 Exchange St., Syracuse 8, N. Y. 

Cirele No. 267 on Coupon, page 80. 
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Quality plus Merchandising keeps BEHR-MANNING products on the move { 


Behr- cat Tapes -- a@ top line including 
masking, strap and electrical tapes. 


Sandpapers -- discs, ‘sheets md belts for 
every finishing job. 


Sharpening Stones -- both natural and 
manufactured stones for every need. 


There $ solid pre-Selling promotion 
behind the Bebr- ‘Manin in 


SEHR-MANNING is backing up your 
hitting ads in multi-millior 
The Saturday Evening Pi 


Boats and Motor Boating 


by displaying BEHR-MA 
right up front 
This Dealer ( nice 


BEHR-MANNIN(¢ 


stones. For \ 


EMR: MANNING ¥ 


4 NORTON ¢ 
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ORMIca’ Sells Additional Profit 
Items for Goulet’s Plywood Mart 


The sale of Formica sheets in Goulet’s Plywood Mart of 
Skokie, Illinois, is typical of most retail dealers selling 
Formica for on-the-job application. 
Larry Goulet finds that practically every sheet of Formica 
sold is not only profitable in itself, but leads to related 
selling of plywood, adhesives, moldings and table legs. 
Mr. Goulet says, “‘l was offering competitive material, but 
most everyone asked for genuine Formica. Because of the 
demand created by your tremendous merchandising pro- 
gram, | decided Formica was a must for my store.”’ 
May we have a Formica representative give you dollars and 
sense information on the profit opportunities of selling 
Formica? 
Write FORMICA Corporation, 

4501 Spring Grove Ave., Cincinnati 32, Ohio 





Customers buy Formica because it is a 
Stasudg Sondta 


a, » 
oa brand name they know and trust cf 
DEMAND THIS CERTIFICATION Yo seni wah CPLCI enn FORMICA 
We protect this Faith in our product ‘ ! 5 f $ on a 4 oaur cior > Pays in Performance 
by certifying every sheet witha — 


wash-off Formica marking. It is for 
your protection and guarantee that you 


| 
pers getting gonvine Beauty Bonded Formico Seeing is believing. If this wash-off identification is not on the surface, it's not FORMICA 
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